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In Portland town there lives a man, 
Of great and keen perception, 


John Carnochan is this man’s name, 


Q. What is a fiddle? 
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A teacher by profession. 








__PROGNOSTIX ——sEMBERS from the HEARTH 
RESOLVE - Sell Union Mutual 
Insured Savings Plan 


SLIPPERY - Good time to sell spreads the light and helps others to. help 
Union Mutual Non-Can S & A 


Income Tax Time - review of p 
business reveals need for believe that sound training is one of 
Business Insurance KE 


SPRING - renewed ritality for es 
selling Union Mutual Preferred | derwriting. a rm i = 
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Risk = 
Union Mutual Double 
Protection Plan sells easily 











A man of great perception, the teacher 
themselves. & We, of the Union Mutual, 


the important keys to success in life un- 


Ene 
" To supplement our complete sales kit, 


WEDDINGS - Need for_ +S 
Family Income rae ty 


VACATIONS - Retirement mercial Sickness and Accident, Group and 
Plans provide future vacatizns 





consisting of Life, Noncancellable and Com- 


Wholesale, we offer to our agents a thorough 


Back to work - ideal Program- | training, both el tary and advanced. 
ming time = 
SCHOOL AGAIN - sell Union 
Mutual Juvenile Insurance 
New Homes ready - Mortgage | 
Retirement protects family 
Group and Wholesale make fine ; y 
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Proof of the value of this training lies in 
the fact that the average size life case of 


Xmas gifts for employees all graduates of our advanced program- 


XMAS - Let the season 
|b Merrie 





ming school is $14,000 to date. 
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Founded in the 
Year 1848 
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Life inane Company 
ROLLAND E. IRISH, President 
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OUR 100th YEAR OF SECURITY AND SERVICE 
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The upsurge of interest in nen- 
cancellable Accident and Health 
insurance has focused the atten- 
tion of progressive underwriters 
on our position of leadership in 
a specialized field. 


INSURANCE GCOMPANY 
WORCESTER » MASSACHUSETTS 








Frank L. Harrington... ....... 00 ee President 





Edward R. Hodgkins, Vice-Pres. and Mgr. of Agencies 







NON-CANCELLABLE ACCIDENT & HEALTH e LIFE e GROUP 


Agency representation in the 48 states, the District of Columbia and Hawaii 









































For particulars write to WM. D. HALLER, 
Vice President and Agency Manager 


UNITED 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


e 
Concord, New Hampshire 








Life - Health - Accident - 
Hospitalization Insurance 
are all necessary 


THE UNITED SELLS THIS COMBINATION 











A WELL-BALANCED COMPANY 


"find the balance 


...determine accordingly” 
BENJAMIN FRANKLIN 


Consideration of all factors is 
fundamental in reaching a sound 

decision. In Life Insurance these 
factors include the company’s 





history, objectives, financial 
position, and policy provisions. 


A careful appraisal of Fidelity 


will indicate that 






Fidelity is a well-balanced company. 





The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 
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Companies Relaxing 
Atfitudes Toward 
Military Categories 


Allowing Higher 
Limits, Holding Off 
on War Clauses 


There is a strong trend toward re- 
faxing war restrictions and limitations 
on new policies for men of draft age 
or in the reserves, now that the Ko- 
rean fighting is ending. However, there 
is also a disposition for many com- 
panies to wait until the situation in 
Indo-China and elsewhere becomes 
clearer before assuming too many risks. 

It is believed that most companies 


that adopted blanket war clauses did 
not actually put a great number in ef- 
fect. As far as is known, these com- 
panies have not erased the ruling from 
the books, fearful that if they did an- 
other crisis would erupt and they would 
be faced with starting the cumbersome 
operation all over again of notifying 
agencies and developing restrictions. 


Easier With Individual Treatment 


For companies with individual con- 
sideration and limitation policies, it is 
a simple matter for them to liberalize 
the restrictions. This is being done by 
a number. 

As a matter of fact, the character of 
hostilities has shifted so suddenly that 
the tendency of most companies is to 
be a bit bewildered. There is an almost 
overpowering desire among them to 
look to their right and left to see what 
the next company is doing before going 
on record. 

Informal querying has resulted in the 
following information as to the present 
thinking of some of the insurers: 

Equitable—Liberalizing the limitation 
rules. For example, where only $10,000 
was written in lower-age, draftable 
groups, now the top is as high as $25,- 
000. 


Manhattan—War exclusions still in 
effect for active members of the armed 
forces. “Eased up” on men in the re- 
serves and national guard who have 
not been called as yet. 

Prudential and John Hancock—Both 
easing “slightly.” Policies are written 
from the yardstick: What would this 
man’s desires be in normal times? 

Travelers Increased limits, 
much the same as Equitable. 

Lincoln National — Members of the 
armed forces on active duty, members 
of the national guard and reserves who 
have been alerted or called to active 
duty and civilians who have volunteered 
tor service or ordered to report for 
induction may now be issued up to 
$5,000 ordinary life or higher premium 
plans without war and aviation clauses. 
Previously the war and aviation clauses 
Were applied to all persons in these 
categories. Applications are being con- 
sidered for removal of war and aviation 
clauses from policies issued on these 
classes between July 14, 1950 and Oct. 
15, 1950, to place these policyholders on 
an equal basis with those currently ap- 
plying for new insurance. The company 
permits agents who have heretofore paid 
lor *O more than an occasional service 
Policy to submit only a few applications 
on service business. Those agents who 
have specialized in service business are 
allowed to submit applications for serv- 


very 





September Sales 
Way Up in Big Cities 


L.I.A.M.A. compilations show that 
all of the larger cities registered a con- 
siderable rate of increase in ordinary 
life sold in September. St. Louis led in 
September with a 54% rise and for the 
first nine months with an 18% increase. 
The records of the other large cities 
for September and for the first nine 
months, with the September increase 
figure represented first, is as follows: 
Boston 26, 17; Chicago 22, 7; Cleve- 
land 40, 12; Detroit 34, 16; Los An- 
geles 30, 14; New York City 24, 14; 
Philadelphia 26, 16. 

Among the states, New Mexico 
showed the greatest rate of increase in 
ordinary sales in September with a 
gain of 64%, closely followed by Ari- 
zona with a 63% spurt, and South Caro- 
lina at 62%. New Mexico led also for 
the first nine months with a 41% gain 
followed by Arizona with 40%. 





S. F. Silloway Addresses 
Commercial Finance Meet 


Commercial finance companies intend- 
ing to borrow funds should be prepared 
to “tell all” to prospective investors, 
Stuart F. Silloway, vice-president and 
manager of investment securities of Mu- 
tual Life, told the annual convention 
of the commercial finance industry in 
New York City. 

A lack of knowledge of the funda- 
mentals of the business makes the in- 
vestor suspicious, he said. This is es- 
pecially true since the commercial fi- 
nance business d oes not lend itself to 
standard patterns, and data available is 
limited. He recommended more com- 
plete statistical information for the ben- 
efit of prospective investors. 








ice business for $15,000 from Oct. 16 
through Oct. 31 and $25,000 per month 
from then on. The total volume of such 
military business may never exceed by 
more than $25,000 the volume of civilian 
business approved and paid for on a 
cumulative basis from Oct. 16. The 
home office explains that these rules 
may be subject to immediate change 
depending on the military situation and 
explains that such _ relaxations have 
been made in the interest of the number 
of Lincoln National agents who spe- 
cialized in service business. 

Such a listing could be extended a 
great deal because there is scarcely a 
company which is not reassessing its 
attitude on servicemen or service eli- 
gibles in the light of the more favorable 
turn of events. 


Confused Sales Pattern 


Menwhile, the pattern of fall sales, 
possibly because of the question 
mark on the war fronts, is entirely con- 
fused. While some agencies report busi- 
ness is good, and well above what it 
was at this time last year, others are 
finding it very poor. One major agency, 
normally a leader, is coming out far 
down from the top in a company sales 
contest. And other agencies which did 
little business during the summer boom 
find sales coming up. 

Leading types are varying with the 
agency and area of concentration— 
heavy sales have been noted in some 
quarters, for example, of group, part- 
nership, and in the estate planning 
field. 

There does seem general agreement 
that war buying is virtually completed, 
not because of the winding up of Ko- 
rean fighting but because all those who 
were going to buy apparently have 
bought. 





Medical Directors 
Elect Ylvisaker 


Dr. Lauritz S. Ylvisaker, Fidelity 
Mutual, was elected president of the 
Assn. of Life In- 
surance  Medi- 


cal Directors at the 
annual meeting in 
New York. Other 
elections included 
Dr. Linford H. Lee, 
Pacific Mutual, 
first vice-president, 


and Dr. Earl C. 
Bonnett, medical 
director Metro- 
politan, second 


vice-president. The 
outgoing president 
is Dr. Harry 
Ungerleider, Equi- 
table Society. 

Considerable attention was given at 
the two-day conference, attended by 
medical representatives from some 200 
U. S. and Candaian life companies, to 
the subject of heart diseases. Dr. 
Richard S. Gubner, assistant medical 
director, Equitable Society, reported 
that a study of 320 consecutive subjects 
at the company’s diagnostic laboratory 
revealed that 50% of individuals over 
the age of 50 showed definite evidence 
of arteriosclerosis. 

The incidence of the condition, Dr. 
Gubner added, was found to rise rapidly 
with age and acentuated by diabetes 
and high blood pressure. Contrary to 
widespread opinion, overweight was 
found to bear no relationship to arterio- 
sclerosis. 


L. S. Yivisaker 


Drs. Frederick A. Waldron and W. 
Pepper Constable of Mutual Life dis- 
cussed myocardial infarction, a _ de- 
generacy of heart muscles after a 


coronary occlusion. The mortality rate 
after this impairment is very high, with 
life expectancy varying between 11% 
and 8% years, depending on the age 
group of the sufferer. 

Others who spoke included Dr. Wil- 
liam Dock, State University of New 
York college of medicine; Dr. Roy W. 
Scott, of Western Reserve University; 
Drs. William Bolt and Murray 
Bell, New York Life; Dr. Edward H. 
Rynearson, Mayo clinic; Dr. Hugh B. 
Campbell, Phoenix Mutual; Dr. H. 
Clive McAlister, Lincoln National; and 
Drs. Kenneth F. Brandon and Mather 
H. Neill, Aetna. 


Housing Credit Curbs 
Supported by F. W. Ecker 


Frederic W. Ecker, financial vice-pres- 
ident Metropolitan Life, differs with 
critics of the new residential mortgage 
credit restrictions of the federal reserve 
board and has endorsed them as an 
effort to put mortgage financing on a 
sounder basis and to remove “danger- 
ously inflationary forces.” 

He characteried government guaran- 
tees of FHA and GI loans extended toa 
period of 30 years in a boom area as 
nothing short of an ill-disguised subsidy 
and as inflationary as could be. Though 
not all housing is done on government 
guaranteed mortgages, the government 
sets the pattern. Because of the Korean 
war, and greatly increasing military ex- 
penditures, and with the economy oper- 
ating very close to its productive capac- 
ity, a credit curb is absolutely necessary 
to give priority to war production and 
prevent further inflation, Mr. Ecker said. 


A.L.C. Adds 4 Companies 


American Life Convention has added 
to its membership Commercial Life of 
Arizona, Inter-Ocean, National Life of 
South Dakota and Security Benefit Life 
of Kansas, bringing the total to 229. 











Helping the Agents 
Sell Is Stressed by 
Life Advertisers 


R. B. Taylor of Jefferson 


Standard Elected President 
at Annual Meeting 


By A. A. HOEHLING 


ATLANTIC CITY—How tto help 
open doors for agents? Although this 
was not specifically the theme of the 
annual meeting of the Life Insurance 
Advertisers Assn., it was a question 
that recurred in speeches, in work ses- 
sions, and in informal discussion groups. 

More than 300 members gathered at 
the three-day session to assess the re- 
sults of their advertising and general 
promotion work, to hear inspirational 


lectures, and to swap shop talk from 
early morning until late into the night. 





Robert B. Taylor H. A. Richmond 


Robert B. Taylor, associate agency 
manager Jefferson Standard, was elected 
president of L.A.A., succeeding H. A. 
Richmond, Metropolitan. Mr. ‘Taylor 
has been with Jefferson Standard since 
1928, following his graduation from the 
University of North Carolina. 

Also elected were A. L. Cawthorn- 
Page, Canadian manager publication di- 
vision, Metropolitan, vice-president; Al 
B. Richardson, director of public rela- 
tions Life of Georgia, secretary; Jack 
R. Morris, director of publicity Busi- 
ness Men’s Assurance, treasurer, and 
George H. Kelley, editor of sales publi- 
cations New York Life, editor. 


Executive Committee Members 


Members of the executive committee, 
in addition to Mr. Richmond, are Roy- 
den C. Berger, director of advertising 
Connecticut Mutual; Henry M. Ken- 
nedy, director of advertising and pub- 
lications Prudential; Edwin P. Leader, 


advertising manager Bankers Life of 
Iowa; William Sexton, agency secre- 
tary Great Southern Life, and E. S. 


Wescott, agency assistant and sales pro- 
motion manager Bankers Life of Ne- 
braska. 

Mr. Richmond welcomed the delegates 
at an opening luncheon at the Claridge. 
Describing those in the field of life ad- 
vertising and promotion as educators, 
the outgoing president said that the 
group can be a great social and eco- 
nomic force working to the benefit of 
society as a whole. Their task, he 
added, is to continually provide new 
ideas. 

H. M. Kennedy, 
duced the guests. 

There was an absence of formal reso- 

(CONTINUED ON PAGE 19) 


Prudential, intro- 
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Stresses Opposition 
to Charging Fees 
for Estate Work 


Agents should do their estate-plan- 
ning work without charging or accept- 
ing fees, in the opinion of George 
Byrnes, Equitable Society, Pasadena. 
Furthermore, he believes that there is 
no trend in the direction of charging 
fees and that if anything the trend is 
the other way. 

Mr. Byrnes has written THE 
NATIONAL UNDERWRITER to make clear 
his position because of remarks attrib- 
uted to him in THE NATIONAL UNDER- 
WRITER’S account of the estate-planning 
forum at the recent Million Dollar 
Round Table meeting at Atlantic City, 
at which he was a discussion leader. 

Mr. Byrnes said at that time he was 
going to bring up a controversial sub- 
ject “so I’m going to read a statement. 
This is a statement from one of our 
publications.” The reporter covering the 
meeting inferred that the “publication” 
was one put out by Mr. Byrnes’ office 
and that he was in sympathy with its 
endorsement of fee-charging. Actually, 
it was a passage from a 1943 issue of 
the Diamond Life Bulletins and Mr. 
Byrnes was citing it just to get the 


discussion going and not because he 
favored the idea. 
Show of Hands Suggested 

Later in the forum, someone sug- 


gested that there be a show of hands 
by those who charge fees. After some 
discussion of the suggestion, when it 
developed that there was no one willing 
to speak in approving of charging fees, 
Mr. Byrnes decided not to ask for the 
showing of hands by those who did 
charge fees, because as he said, “We 
do not want to put anybody on the 
spot.’ Mr. Byrnes’ letter makes it clear 
that he felt that fees should not be 
charged by agents. 

Mr. Byrnes also objected to passages 
in THE NATIONAL UNDERWRITER’S article 
which stated that “in spite of some testi- 
mony aimed in its support it was quite 
generally found to be a practice not 
quite ready for adoption by most dele- 
gates,” and “the consensus was that it 
was not yet time for agents to charge 
wee 
. Byrnes makes the point that this 
implied that it is only a matter of 
time until M.D.R.T. members make a 
practice of charging fees for estate 
planning work and also implied that 
there was some testimony aimed in sup- 
port of fee-charging. 

Alden Smith Quoted 


The implied imminence of a trend 
toward fee-charging was based on the 
amount of interest displayed in the 
subject and a part of a statement by a 
member, Alden Smith, Northwestern 
Mutual, Nashville, that in Tennessee, 
“We don’t think they are quite ready 
for the fee basis.” However, Mr. Smith 
went on to say, “We do not operate on 
any fee basis. We think that is apt to 
bring in competition from lawyers who 
feel we are practicing law. We want 
the cooperation of the lawyers and, con- 
sequently, we still work on the good- 
will basis.” 

As for testimony in support of fee- 
charging, it was confined to the quota- 
tion read by Mr. Byrnes. 

Mr. Byrnes himself has never charged 
a fee and believes the practice is dan- 
gerous unless specifically sanctioned by 
law. 





Only 15 Pickets Left 


Of the 65 clerical employes of Old 
Line Life who, as members of local 65, 
Associated Unions of America, went on 
strike over 16 weeks ago, only 15 are 
left in the picket line. Most of the 
others have had to seek other jobs. 
New employes have taken over the 
work and the company has notified the 
union that it no longer recognizes AUA 
as a bargaining agency. 


With Mass. Mutual 





right, 


President Leland J. Kalmbach, 
congratulates his company’s new vice-presi- 
dent, Richard C. Guest, on his first day in 
the home office. Mr. Guest has been vice- 
president and actuary of State Mutual Life. 
In his new post he will have general ad- 
ministrative duties. 








N.A.I.C. to Sponsor No 
Special Trains to L.A. 


The executive committee of National 
Assn. of Insurance Commissioners has 
decided that there shall be no associa- 
tion-sponsored special train for the in- 
surance commissioners convention at 
Los Angeles in December. There had 
been some studies made of the pos- 
sibility of a special train out of Chi- 
cago on the Atchison railroad, but 
this has been given up so far as the 
association is concerned, If any spe- 
cial train is run, it will be sponsored 
exclusively by the railroad. 





ing of Americans to the undeni 


But, along with this program 


feelings of insecurity, freedom 


one that we may not have fully 
America strong by making Ame 
truly free by showing them the 
through well planned Life Ins 


This cannot be said about many 


Free World! 
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Commentary 


ALL THIS TALK ABOUT 
FREEDOM! 


The ringing of the Freedom Bell in Berlin . 


wide freedom crusade that preceded it 


w 
KZ" The 
COMMONWEALTH 


from the realization of our hopes for a Free World .. . 
these are most desirable manifestations. 


must be a program for personal freedom — freedom from 


in our old age, freedom from financial fear of every sort. 


As insurance men we have a grand opportunity — perhaps 


for sale today, but it is literally true of Life Insurance, that 
the more you sell, the more will you contribute toward a 


INSURANCE IN FORCE—OCT. 1, 1950—$460,334,993. 


IMMUNWEALTH 


Drop in Marriages 
Poses Problem 
in Family Selling 


Insurers are commencing to take cog- 
nizance of the nation’s declining mar- 
riage rate to the point where many are 
advising field forces that there will be 
increa‘ingly keen competition for the 
once lucrative business from newly- 
weds. From a high of 16.4 per 1,000 
population in 1946, the rate was 10.6 in 
1949 and will be still less this year. 

Statisticians attribute the decline to 
a sharp fall in the birth rate a genera- 
tion ago, which means there is consid- 
erably less than an adequate number of 
unmarried men between 20-24 years of 
age. The past conflict, too, tended to 
accelerate the number of weddings. 

Currently, the picture is somewhat 
obscured by the summer’s buying wave, 
barely over. This involved many in the 
younger age brackets, although the in- 
centive in many cases was fear of mili- 
tary service rather than home-making. 

Hence, companies are not prepared as 
yet to assess numerically just what the 
drop has meant in declining of various 
family plans of insurance. Some _ be- 
lieve that a slump here will be more 
than offset by the national increase in 
longevity. All agencies are reporting 
more sales among the elderly, in some 
cases even the aged. 


Follow Relatives’ Lead 


Although some top life insurance men 
are thaving trouble. getting sons, 
nephews, sons-in-law and other close 
relatives to follow them into the busi- 
ness there are 14 in a class of 40 at the 
Southern Methodist University course 
who have close relatives in the busi- 
ness. One is the son-in-law of the pres- 
ident of a company and another the son 


of a president. 


. . the nation- 
. the reawaken- 
able fact that we are still far 
all 


for political freedom, there 


from dependence upon others 


realized before — of keeping 
ricans individually secure and 
way to financial independence 
urance. 


products or services that are 
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Hay Honored by Tey 
Life Convention: 
Officers Reelected 


DALLAS—This year’s annual meet. 
ing of Texas Life Convention was high. 
lighted by a testimonial luncheon to S.J 
Hay, immediate past president of Amer. 
ican Life Convention and president rr 
Great National Life. There were aboy 
350 in attendance. ; 

President Cecil Woods of Voly. 
teer State Life, newly elected A. L,¢ 
president, and Robert L. Hogg, exec. 
tive vice president, joined in the tribyte 
to the guest of honor, the other speak. 
ers being James R. Wood, president oj 
Southwestern Life, and W. C. McCorj 
president of Southland Life. 

Business meetings of the senior anj 
associate sections consisted mostly ¢j 
round-table discussions of current prob. 
lems on the executive level and hom 
office procedures. : 

The senior section reelected its of. 
cial staff: President, Arthur F. Ashford 
president Western Reserve Life; vice. 
president, Travis T. Wallace, presiden 
Great American Reserve; secretary, § 
E. McCreless, president American Hox. 
pital & Life. New executive committe 
members are Mr. Wood and Mr. Me. 
Cord. 

The associate section, 
junior executives, followed precedent by 
advancing its officers one grade, the ney 
staff being: Chairman, Hugh C. Avant 
Great Southern Life, who succeeds Cli. 
ford A. Ivey, Southwestern Life; vice. 
chairman, Sam H. Weatherford III 
State Reserve Life; secretary, Hilton 
Campbell, Republic National Life, an/ 
assistant secretary, J. Raymond Jame 
Southwestern Life. 

Texas Life Convention now has ; 
membership of 22 domestic legal resery 
life companies. 


Would Allow N.C. Insurance 
Department to Regulate 
Rates on Cover with Loans 


RALEIGH N. C.—Gurney P. Hoot 
North Carolina banking commissioner 
plans to hold a series of conference, 
with loan companies and insurers, prob. 
ably starting in early December, pre 
liminary to recommending legislatio 
to give the insurance commissione 
power to regulate rates on life an( 

. & H. insurance -sold in connectiot 
with small loans made by industria 
loan agencies. He will ask the com 
missioner to request such legislation a 
the 1951 session. 

The state banking commission, Mr. 
Hood announced, has rescinded two 
regulations on credit insurance “be 
cause it appeared we had no authority 
to regulate insurance companies evel 
by indirection.” 

One of the recently rescinded regult 
tions prohibited loan agencies from tt 
quiring life, A. & H. or disability m- 
surance on loans until after the insur 
ance commissioner had approved the 





composed oie 





rates. The other said benefits of such 
insurance could not exceed the amout! 
of the loan and could not be for 
period longer than the loan. 

Insurance Commissioner Cheek tf 
cently promulgated regulations govert 
ing all phases of credit insurance ¢& 
cept rates. He informed Mr. Hood thi 
his department has no control at preset! 
over life and A. & H. rates except tha 
they must be filed with the department 
Mr. Cheek announced that for thi 
reason he was withdrawing approval 
A. & H. rates, which were approved by 
former Commissioner Hodges. 

Mr. Cheek said his action would hart 
no effect other than to make it plait 
his department is not sanctioning th 
charges, which Mr. Hood asserted “att 
too high.” He said A. & H. premium 
equal 70% per annum of the net” oa 
regardless of whether the loans a 
made for one year or less, and regaté 
less of the amount of the loan or timt 
of its maturity. 
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Companies Asked—New 
Procedure on 9 Points 


The final draft of the regulations put- 
ting into effect the California minimum 


LcCord benefits law for A. & H. policies has 
ior anj® been promulgated by Commissioner 
stly off Downey. It contains several modifica- 


it prob. 


tions from the last previous draft, along 
d hom 


the lines requested by the companies, 
one of the most important being the re- 
duction in the minimum benefits payable 
for loss of time from $12.50 a week, or 
$50 per month, to $10 and $40, with half 
that amount for industrial policies. 
Accompanying the new draft is an ex- 
tended statement in regard to the hear- 
ings held, including the challenge made 
regarding the constitutionality of the 
statute and any regulations thereunder. 
In that connection it is stated that the 
presumptions are in favor of the consti- 
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Avant tutionality of the statute and since the 
ds Clit insurance commissioner is an adminis- 
C; Vite trative rather than a judicial officer, his 
rd Ill actions under the statute must be predi- 
iIton HP cated on the assumption that the legis- 
ife, ani lature did not exceed its powers in 
James enacting it. Reference also is made to 
head the suggestion that the matter contained 
r 


in the regulations goes beyond the rule- 
making authority of the commissioner. 
This is rejected “as being without 
merit.” 


Departure on Nine Points 
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The statement summarizes the effect 
of the statute as being to outlaw for 
future issuance or delivery in the state 
any disability policy in which any bene- 
fit, or the benefits as a whole, are not 
sufficient to be of real economic value 
to the insured. 

There are at least nine points on 

which the regulations constitute a de- 
parture from present procedure in other 
states. The first to lits the exceptions, 
limitations and reductions which will be 
allowed in California, all others being 
barred. There are 17 of these which 
apply to accident and health insurance 
generally, 10 applicable to accident only, 
‘Pand 12 to sickness coverage only. 
The subject of waiting periods was 
-B especially controversial, with drastic re- 
strictions sought by the department. As 
ip finally drafted, a 30-day waiting period 
is allowed in all cases, with up to 10 
‘P months in six specific classes. 


;, # Loss of Time Benefits 


_ The restrictions on loss of time bene- 
fits go to the very heart of the new 
statute. As mentioned, the minimum was 
finally set at $10 per week, or $5 after 
age 59. Elimination periods cannot ex- 
ceed 90 days where the benefit is less 
ethan $25 per week, or 180 days in other 
Be cases, 
The minimum period of payment is 
two weeks under accident or four weeks 
iMunder sickness for hernia; four weeks for 
iBPregnancy, childbirth or female condi- 
tBtions; 26 weeks in case of other benefits 
ip'ess than $15 per week and 13 weeks in 
iBall other cases. 
The final draft provides that the limits 
4s to amount or time shall not apply to 
hon-confining or partial disability. The 
iepartment had sought to relate these to 
onfining or total disability payments. 
he minimum for accidental death is 
sect at $100 in industrial insurance, or 
p00 in all other cases, with correspond- 
ng limitations on dismemberment. 
Payment for at least 21 days is re- 
luired in case of daily hospital and nurse 
(CONTINUED ON PAGE 20) 
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Minimum Prudential S. W. Home Office at Houston Gyardian to Build 


@ 
Pictured is a scale 
model of the 18- 
story southwestern 


home office building 
of Prudential for 
which ground re- 
cently was broken. 








Murray Lincoln's Anti-Taft 
Stand Causes Hubbub 


Murray D. Lincoln, president of the 
Ohio Farm Bureau insurance com- 
panies, has injected himself into the 
Ohio Senatorial campaign by _ publicly 
supporting Democrat J. T. Ferguson 
against Taft. This has caused quite a 
hubbub in the’ state. Mr. Lincoln 
thought about entering the race against 
Taft himself at one time, but finally 
decided against that in favor of con- 
tinuing with his insurance connection. 

The Lincoln statement supporting 
Ferguson, according to the Associated 
Press, did not say that this was the of- 
ficial stand of the Farm Bureau Federa- 
tion, nor did it say that it comprised 
Mr. Lincoln’s private views. 

The correlating council of Champaign 
County Farm Bureau asked Mr. Lincoln 
for an explanation in view of the fact 


that it is the policy of the Farm Bureau 
Federation not to endorse or support 
any candidate. 

Soon after Mr. Lincoln announced 
his support for Ferguson, the Farm 
Bureau issued a statement emphasizing 
that the organization was not endorsing 
any candidate, which was obviously 
aimed at clarifying the situation that 
developed by reason of Mr. Lincoln’s 
statement. 


To Grant Pay Increase 


Connecticut General Life will grant 
a general pay increase to employes ef- 
fective Dec. 1. Increases will be deter- 
mined individually based on valuation 
of positions and work performed. After 
Jan. 1 a special payment will be made 
based on 1950 ‘business results. A 
similar payment was made last Feb- 
ruary. 








made for definite activity. 


noon calls? 





Saturdays 


Robert W. Ebling, Jr., of our Carr R. Purser Agency 
in New York City, at a Regional Conference spoke on 
the importance of being organized, having definite plans 
He said: 


“The chances of reaching the distressing state of mind, 
of thinking doubtfully or negatively, are relatively slight 
if you are organized both mentally and _ physically. 
Spend some time each day on your records. Give thought 
to these records so that they really mean something to 
you. Where are you getting most of your business? 
What’s your batting average on morning calls? After- 
Evening calls? 
these and many other phases of your business. 


“Spend at least three hours Saturday mornings or 
over the weekend planning and organizing next week’s 
work—as well as reviewing and crystallizing last week’s. 


“Maybe it’s just a coincidence, but the men I see in 
our office Saturday mornings happen to be among our 
agency’s largest producers.” 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 
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Home Office af 
White Plains, N. Y. 


Exact Location, Date of 
Starting Construction, 
Still to Be Announced 


NEW YORK — Guardian Life has 
advised its staff of nearly 375 persons 
that the company’s 100th anniversary, 
in 1960, will be celebrated in a new 
home office in White Plains, N. Y. No 
plans were announced as to when con- 


struction will commence or the exact 
location. 
For some time Guardian has been 


studying suburban areas in an effort 
to find a good location for a badly 
needed new building. The expanding 
institution is rapidly outgrowing its 
present office at Union Square. Ac- 
cordingly, a questionnaire was sent 
around asking personnel whether they 
would prefer a new location to be in 
or out of the city. The consensus 
favored Westchester county, where a 
number of employes are now already 
house hunting. 

An announcement is expected in 
January as to whether the accounting 
department will move to rented quarters 
in the county immediately in order to 
have more space, as well as to decen- 
tralize records and personnel. 

It was emphasized, however, that a 
New York office will be maintained 
even after the official move to new 
quarters. It has not been revealed 
whether the space will be in the present 
structure or elsewhere. 


Wernette LIAMA 
Opening Speaker 


Dr. J. Philip Wernette, professor of 
business administration at University of 
Michigan, will speak at the luncheon ses- 
sion that will get the L.I.A.M.A. annual 
under way Nov. 14 at Edgewater Beach 
hotel, Chicago. 

As indicated in the tentative program 
given in last week’s issue, Dr. Wernette 
was originally scheduled at the general 
session the following day. He is editor 
of the Michigan Business Review, has 
written many books and articles on busi- 
ness and economic subjects and has 
served as financial adviser to the govern- 
ments of Colombia and Peru. He was 
in government work in the second war 
and has studied economic and political 
problems in Europe. He is a former 
Harvard professor and was president of 
the University of Mexico from 1945 to 
1948. He will talk on “The History of 
the Future.” 








Michigan Farm Bureau 
May Promote Life Company 


LANSING, MICH.—Consideration is 
being given to organization of a life 
company catering to members of Michi- 
gan Farm Bureau. 

The state farm bureau in 1949 formed 
a casualty mutual, Farm Bureau Mutual 
of Michigan, which writes mainly auto 
hepa along with some farm liability 
ines. 

The proposed life company, however, 
would have to be an entirely separate 
organization with a higher capitalization 
and, according to Michigan department 
officials, it could in no way be controlled 
by — Farm Bureau organization as 
such. 
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Offer Stock : 
in Insurance 
Vending Machine 


An offering is being made of 106,700 
shares of Tele-Trip Policy Co., Inc., 
420 Lexington avenue, New York, at a 
price to the public of $2.75 with a con- 
cession to dealers at 27%c. President 
and owner of all of the presently out- 
standing stock is John M. Shaheen. The 
company is a licensed insurance agen- 
cy and uses the Tele-Trip Vendor 
which machines are now being operated 
in 13 Western Union offices, in Buffalo, 
Niagara Falls, North Tonawanda, Lock- 
port, New York and in the Waldorf- 
Astoria hotel, Governor Clinton hotel 
and Hotel Taft at New York. There is 
a contract with Western Union under 
which the latter is entitled to receive 
compensation for each machine installed. 
Western Union has 3,200 offices in the 
country and, according to the prospectus, 
the company is negotiating contracts 
with six railroads, three bus systems, 


11 airlines, five steamship companies 
and eight oil companies. 
According to the prospectus, the 


policies now being sold will protect the 
traveler 24 hours a day to cover acci- 
dents whether in automobiles, trains, 
buses, ships, taxis and scheduled air- 
craft. They also cover pedestrian mis- 
haps and other accidents in the course 
of travel. The policies are procured 
through the machine for coverage of 
one day up to 180 days by inserting 
one or more quarters for insurance in 
the principal amount of not in excess 
of $5,000 and up to $25 per week for 
52 weeks for disability. Also the com- 
pany plans to offer a second policy 
specifically for air travelers and a third 
for foreign air travel on scheduled air- 
lines and is now negotiating with insur- 
ance companies for the issuance of the 
domestic and foreign air travel policies. 


Policy Not in Bowels 


The machine is 5 inches x 7% inches 
x 11 inches and within the machine is 
an electrical time stamp mechanism that 
prints validating data on the policies. 
The policy itself is not contained in the 
machine but folded policies are in a 
rack on the side of it. After the quar- 
ters are inserted the machine imprints 
the validating stamp which puts the 
insurance in force. The policy is being 
revised to contain a gummed self-mailer 
address flap so that by folding it over, 
the assured can address and mail the 
policy to where he desires. 

As to competition, the prospectus 
mentions that a company which is not 
identified exactly but which is undoubt- 
edly Insurograph, has a_ considerably 
larger machine than Tele-Trip and has 
units located in most of the large air- 
ports. The other competitor which is 
not named but which is obviously 
Goaluse of Houston has a machine that 
is larger than Tele-Trip, but smaller 
than Insurograph. 

The prospectus expresses the belief 
that the Tele-Trip machine method of 
operation is more advantageous. Due 
to its small size and compactness, the 
machine is readily accessible to the 
public at the point of sale on ticket 
counters, telegraph company counters, 
ticket window ledges or on small metal 
stands adjacent to the ticket windows. 
This method of operation permits the 
traveler more easily to study the policy 
before purchase by removing it from the 
rack. Passengers can get policies vali- 
dated in a few seconds because of the 
mechanical arrangement of the ma- 
chines and method of operation. The 
policy form is simpler to fill in; the 
policyholder has a stamped receipt on 
his policy for each quarter he inserts; 
the insurance can start when the quarter 
is inserted or any future date designated. 

On the daily rate policy the assured 
can purchase cover for any of the 16 
different periods of travel days from one 
to 180. The policy will have a gummed 
self-mailer address flap as a permanent 


part of the form, so the assured does 
not have to look for an envelope to mail 
his validated policy. The electrical time 
stamp imprint eliminates any contro- 
versy over starting time. The cost of 
the machines is much less than the large 
console models operated by Insurograph 
and much less maintenance and service 
attention will be required to keep the 
machines operative so that a lower unit 
operating cost will be achieved. 

The directors include Henry B. Lamy, 

who is a director of Metropolitan Fire 
Assurance and Christiania General and 
was formerly a vice-president of the 
Meserole companies; George M. Mets, 
vice-president, Alexander M. Hogg, sec- 
retary, who are licensed agents; John G. 
Getz, Jr., vice-president and treasurer 
of American Bus Lines of Chicago; 
Eugene DuPont of Wilmington; 
J. Rand of Rand Laboratories, Cleve- 
land, and Philip Gandert, vice-president, 
who is a licensed agent and previously 
has been with General Motors and 
Mills Novelty Co. of Chicago. 

The prospectus states that Tele-Trip 
does not propose to limit its sale of 
policies to those of any particular in- 
surer. Sometimes the owners of loca- 
tions of machines may desire to have 
a particular insurer used and every effort 
will be made to carry out such desires. 
The company is considering the possi- 
bility of expanding into Canada, South 
America and Europe. Also the com- 
pany is thinking of getting into the 
postage stamp vending business. 


N. W. Mutual Sales 
in 9 Months Up 15% 


Northwestern Mutual Life sales for 
totaled 





the first nine months of 1950 
$352,466,000, am increase of 15% over 
the corresponding period last year, 


Edmund Fitzgerald, president, reported 
at the quarterly meeting of the trustees. 

He reported a great upsurge in new 
insurance following the outbreak of the 
war in Korea, reaching its peak in 
August, which nearly doubled the mark 
of August, 1949. Within the last few 
weeks, however, new business has re- 
turned to a more normal level and dis- 
tribution by age groups. “Northwestern 
Mutual, whose clientele has never in- 
cluded members of the military forces, 
continues to issue policies free of any 
war restrictions to those who have not 
been drafted or called into active serv- 
ice,’ Mr. Fitzgerald said. 

Insurance in force was nearly $6% 
billion on 1,405,423 policies, as of Sept. 
30. 

Leaders in sales volume among the 
89 general agencies were John R. Mage, 
Los Angeles; Jamison & Phelps, Chi- 
cago; B. J. Stumm, Aurora, Ill; F. R. 
Horner, Madison, Wis.; A. C. F. Fink- 
biner, Philadelphia; C. R. Eckert, De- 
troit; F. R. Olsen, Minneapolis; M. A. 
Carroll, Oshkosh, Wis.; P. T. Allen, 
Buffalo; Clyde O. Law, Wheeling, W. 
Va., and Krueger & Davidson, New 
York City. 


Financial Operations 


Assets Sept. 30 were $2,511,684,549, 
increase of 149% million since a 


an 
year ago. Bond investments, totaling 
$1,902,160,262, comprise approximately 


75% of assets. 

“It is too early to appraise the effect 
of the new federal restrictions on mort- 
gage lending,” Mr. Fitzgerald said. 
“New mortgage loans made by North- 
western Mutual the first nine months, 
totalled $97,014,900. This brought the 
mortgage loan account to $401,089,919, 
representing 15.7% of assets.” 

Income for the nine months was 
$266,441,157, including $163,683,242 in 
premiums, and $60,059,379 in interest 
and other earnings on investments. 





Oldest agent of Union ‘Central Life, 
. D. Anderson, of the Columbus, O., 
agency, will observe his 99th birthday 
Oct. 31. Last month he celebrated his 
63rd year as a Union Central repre- 
sentative. He still goes to the office 
every day. 
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Shown are some of the award winners and home office men at the Manhattan Jj 
100th anniversary agency conference in San Antonio. They are, left to right, J. G. Ray 
general agent at New York City and Miami; V. W. Edmondson, home office Vice-pres, 
dent; J. A. Campbell, Campbell & Demarest, New York City general agents; T 
Lovejoy, Jr., president; R. M. Grosten, Los Angeles general agent; A. A. Ba 


Kelley-Baum, Detroit general agents, and 


During the 100th anniversary agency 
conference of Manhattan Life in San 
Antonio 12 awards were presented to 
seven members of the field force. 

Henry Ginsberg, of the Ranni agency 
Miami, won awards for being first to 
qualify, volume leadership, combined 
volume and lives and for being first in 
paid premiums. He was unable to at- 
tend the conference, however, because 
of the Florida hurricane. 

R. M. Grosten, general agent Los 
Angeles, won awards for volume, the 
division [ president’s trophy and_ the 
plaque in that event for greatest pro- 
duction regardless of division. 

Clarence Spencer, general agent Tren- 
ton, won a plaque for the greatest per- 
sonal production by a general agent. 
_J. G. Ranni, general agent New York 
City and Miami, won an award for 
general volume of premiums. 

T. Lucile Salisbury, of the Campbell 
& Demarest agency New York City, led 
in new paid-for lives but was unable to 
attend. 

J. A. Campbell, of the same agency, 
won the division II president’s trophy 
for leadership in that division. 

A. A. Baum, Kelley-Baum agency 


Approach to Revision 
of Valuation Formula 


The problem of finding a new method 
of valuing securities satisfactory to prop- 
erty insurers and insurance departments 
and at the same time help life compa- 
nies out of a dilemma has reverted to 
the joint committee on valuation of 
assets of Life Insurance Assn. of Amer- 
ica and American Life Convention. 

The all-industry committee on a new 
valuation proposal headed by F. W. 
Ecker, financial vice-president of Metro- 
politan Life, has been disbanded follow- 
ing the failure of industry conferees to 
reach agreement. 


Has Burden of Proving Need 


The joint committee of the life busi- 
ness is headed by F. W. Hubbell, pres- 
ident of Equitable of Iowa. It has the 
burden of proving the need for a new 
valuations procedure for equities, par- 
ticularly preferred stock, since the fire 
and casualty companies are satisfied 
with the present method. 

National Assn. of Insurance Com- 
missioners has indicated that it will need 
some convincing of the desirability of 
a change. 





Hussman Refrigerator Co. of St. 
Louis has sold $1.6 million of preferred 
stock to Penn Mutual Life. 


10 Insurers Investing 




















Clarence Spencer, Trenton general age, 








Detroit, took the division II award ¢ 
the president’s trophy. 

At the banquet addresses were give 
by Mayor A. C. White of San Antoy; 
and G. B. Butler, life commissioner ay 
chairman of the Texas board of cop 
missioners. 

Two mornings of the conference we 
taken up with talks on prospecting a 
other sales subjects ‘by Alfred Schlesis 
ger, Los Angeles; Sid Golden, Denye 
R. R. Feldman, Newark; A. M. Civis 
Buffalo; G. C. Simpson, general age 
at Chicago, and Sidney Rachlin, Ye 
York City. 


Home Office Personnel 


Attending from the home office we 
James P. Fordyce, chairman; Thom 
E. Lovejoy, Jr., president; E. A. Porte 
vice-president and chief actuary; Vi 
cent W. Edmondson,  vice-presiden 
Wendell Buck, assistant to the pre 
dent; H. O. Seale, Jr., director of age 
cies; Harry J. Nelson, superintende 
of agencies, midwest division, and Vi 
cent T. Shanley, field auditor. 

Mr. Fordyce and his family left t 
conference by plane for Mexico Cj 
war they will spend a week’s vat 
10Nn. 





$60 Million in Kaiser Steel 
334% Ist Mortgage Bonds 


Ten insurance companies are puttit 
up $60 million of the $125 million fina 
ing arranged for Kaiser Steel Co. ! 
First Boston Corp. The money will! 
used to pay off an RFC loan and 
provide $25 million for plant and equi 
ment additions. 








The insurers will get 334% first mot 


gage bonds due in 1970. The rest 
the money will be furnished by a & 
million credit from three banks and! 
the sale of about $40 million of p 
ferred and common stock. 

_ Companies participating in the fina 
ing are Prudential, $20 million; Met 
politan, $20 million; New York Life, 


million; Mutual Life, $414 milli 
Northwestern Mutual, 4% milli 


Teachers I. & A., $750,000; Connectid 
General, $500,000; State Mutual Li 
$350,000; State Farm Mutual Autom 
bile, $300,000, and State Farm Li 
$100,000. 


Form Letter Writing Class 


_ Oklahoma City Sales Executives @ 
is sponsoring a business letter writ 
class to be held at the Oklahoma ¥ 
University downtown school Nov. 134 
Malcolm C. White, general agent 





Pacific Mutual Life, is president of 4 


club. 


































































































resident; | 
und Donald 

Elected a 
\lford, Na: 
‘hicago; J 
anta; Josey 
eles; Frank 
1, L. Mim 
Speakman, ] 
or, Cedar | 
named chat 
yerfect the 

onference. 

There we 
Actuaries, CO 
nnce departs 
rom many 

nent for me 
s that the « 
n actuarial 

15 years, at 
een in pub 
pfice of th 
aSalle strec 
Emphasis 

browing nee 
ompanies, i 
political entit 
perienced c 
rowing trer 
itle of cons 
loubtful = qui 
nd it was « 
essional star 
nd maintain 
Dwight C 
Hental Life o 
eed for or; 
bublic practi 
s in other 

branches of 

varned of tl 
he actuarial 
jalistic tren 
ary R. \ 
merican Uni 
er meetings 
stablished 1 
nce busines: 
ublic will qu 
able services 












ineltjes H 


Security Mt 
mnounces thz 
hall, Minn., 
he Leaders 
ecially notab! 





was his fir 
e had had 
Xperience, 


J. B. Masor 
resident of tk 
{cCook, Neb. 





pp-a-We 
Paul H. Pri 
gent of Mut 
D years of co 
on. He join 
e has qualif 
Dmpany’s hc 
so for its Tc 


L.O.! 


H. T. Polk, 
as elected pres 
the Life ¢ 
hagement As: 
meeting in 
0, is treasure 
ational Life & 
dent, 















Yetober 2%, 1950 






Du 
ictuaries Elect 
Tressel First Chief 


At its first meeting in Chicago the 
‘onference of Actuaries in Public Prac- 
ice elected four Chicagoans to its of- 
cial posts including Harry S. Tressel, 
resident; Edward D. Brown, Jr., vice- 
resident; Harley N. Bruce, secretary, 
nnd Donald F. Campbell, Jr., treasurer. 

Elected as directors were Clarence L. 
\lford, Nashville; Chase E. Conover, 
‘hicago; Jonathan A. Copeland, At- | 
anta; Joseph Froggatt, Jr., Los An- 
eles; Frank E. Gerry, New York City; 
i. L. Mims, Fort Worth; Frank M. 
Speakman, Philadelphia, and R. D. Tay- 
or, Cedar Rapids. Mr. Froggatt was 
named chairman of the committee to 
verfect the annual publication of the 
onference. 
There were more than 40 consulting 
nctuaries, Company actuaries and insur- 
bnce department representatives present 
rom many different states. A require- 
nent for membership in the conference 
5 that the actuary must have engaged 
n actuarial practice for not less than 
15 years, at least five of which have 
een in public practice. The registered 
nfice of the conference is 10 South 
aSalle street, Chicago. 
Emphasis at the meeting was on the 
browing need which labor, banks, trust 
ompanies, industrial organizations and 
political entities have for skilled and ex- 
nerienced consulting actuaries. The 
rowing trend toward adoption of the 
itle of consulting actuary by men of 
loubtful qualification was recognized 
nd it was emphasized that high pro- 
essional standards must be established 
nd maintained. 

Dwight Clarke, president of Occi- 
Hental Life of California, stated that the 
eed for organization of actuaries in 
bublic practice is as fully imperative 
s in other professions and in other 
branches of finance and industry. He 
yarned of the ultimate elimination of 
he actuarial profession if present so- 
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residentMialistic trends continue unchecked. 
he pres ary R. Wilson, vice-president of 
of agewiAmerican United Life, recalled the char- 






intender 
and Vis 


er meetings of various other well- 
stablished organizations in the insur- 
nce business and predicted that the 















_ left §ublic will quickly respond to the val- 
a CitfBable services which actuaries furnish. 
S vat —— 

___pneltjies Heads Leaders Club 
Security Mutual Life of Lincoln, Neb., 
mnounces that G. H. Sneltjes of Mar- 

st 1 hall, Minn., is the new president of 

tee. he Leaders Club. His record is es- 
nds ecially notable, the company says, since 
was his first full contract year and 

e puttigee had had no previous life insurance 

yn finanexPerience, 

1 Co. ™ J.B. Mason, Hugoton, Kan., is vice- 

y will@resident of the club and Ted Gray, Jr., 

n and M™lcCook, Neb., secretary. 

nd equi ———— 

; | pp-a-Week for 25 Years 
“7 Paul H. Primm, Washington, D. C.. 
by a weet of Mutual Life, has completed 
aa p years of consecutive weekly produc- 
ea on. He joined the agency in 1924. 

e has qualified many times for the 
1e fia bmpany’s honor organizations and 

» Mette? for its Top Club. 
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U. S. May Experience 
Another Pension Wave 


“If wage controls do not interfere 
and on the assumption that we get an 
excess profits tax, we may well have 
a recurrence of the pension wave that 
rolled across the country in 1943-44,” 
N. H. Seefurth, Seefurth & McGiveran, 
Chicago, told the Milwaukee chapter 
National Assn. of Cost Accountants, 

He said that few pension plans will 
be discontinued and that under the pres- 
sure of increasing benefits, the need for 


sound operation must not be lost sight 
of. 

He said that with the cost of retire- 
ment at early ages becoming more 
prohibitive there will not be much com- 
pulsory retirement at 65 in spite of 
labor’s efforts to set retirement at 60. 





Salaries of government employes will 
cost the average U. S. family about 
$402 in 1950, compared to $155 in 1929, 
reports the family economics bureau of 
Northwestern National Life. The grand 
total of federal, state and local govern- 
ment civilian employes has doubled 





Pe) 


since 1929, while the U. S. population 
has increased by only about a fourth. 


New L.LA.M.A. Handbook 


The new edition of the “Handbook of 
Production Data” (covering 1949) has 
been published by L.I.A.M.A. 

The handbook lists production figures 
for ordinary agencies of 73 U.S. com- 
panies and branch offices of 25 Canadian 
companies. Data are shown by size oi 
company, by city in both countries, and 
with comparable information by city for 
the years 1940 and 1945. 
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(4) MAKES GOOD SENSE 


This is the fifth in a series of advertisements on the peace-of-mind which 


comes with ownership of life insurance. Each one is presented as a serious 


tribute to every life underwriter in the business who is helping people 


to understand and to use life insurance to solve life’s financial problems. 


HomeE LIFE INSURANCE Co. 
256 Broadway, New York, N. Y. 


“A Career Underwriters’ Company”’ 































Training, Selection Principles Told by Harrisburg, was chairman of the con- by the top managers had better 


ference. The panel onrecruiting, moder- than the “A” men hired by th 
I y the 


Slattery; Wallace Summarizes Findings ated by Jack E, Rawles, assistant su- ones. 


recruiting him and if there is the slight- 
est doubt, both for the man’s own good . : = ! : : ; - 

: 1 : WwW . C >» L.IL.A.M.A. Ne York Life, Philadelphia; George agency. In the study referre 
and for the manager's, he should not be 'O%, New men, including the L.I.A.M.A. New York Life, Philadelphia; Georg Beney Study rred 


brought into the business, said D. Bobb ou have used all of the tests you want, burgh, and John A. Erskine, Mutual longer, while the ‘turnover rate 
Slattery, vice-president of Penn Mutual ~ ed 

Life, at the Pennsylvania Life Under- 
writers Assn.’s general agents, man- 
agers and supervisors conference at 
Hershey. 

Mr. Slattery also emphasized the 
importance of selection. The agency 
head must make up his mind just what 
type man he is looking for. He pointed 
out that if the manager has no reserva- 
tions at all then he will give the new 
man all the cooperation that is neces- 
sary, backing him with time and money 
and thus be fairer to the new man and 
to himself. \ ty &; @ Wallace, Jr. D. Bobb Siattery 28¢S but that it meant increasing care Mutual Life in this capacity. 

I believe that many of our failures “in selection. ‘ 
in the business and many of the rea- you can try one little test of your 3. As to sources, all members of the 


















































brought out these points: healthier. 
1. On the training of the younger — 
recruits, it was agreed that the problem 


managers can train young men and ° 
some can’t. However, it was also agreed Porter Detroit Manager 
that the career concept implies some 
hiring of young men. 


2. As to the effect of mobilization, the the army. He has been with the 
panel agreed that this should not cut Chusetts Mutual as supervisor 


with all of our promises with a man actly like this man? If he passes this members of their agencies. 
parece = : ; : __. 4 There was discussion of the rela- 7 t 
tive importance of selection and train- Special meeting of Los Angele 
ing, with the agreement reached that Underwriters Assn. on “Selling 
this problem is on the level of the “ay’s Market. 
chicken or the egg controversy. Ardell T. 
5. In regard to selection methods, 
all panel members said they use tests 


but emphasized their use as a rejection @ greatly improved position and 


life insurance. 


not consider a man who fails to score : ‘ 
Gerald W. Page, general agent 


“A” on the aptitude index. 


K~ aN 
“ 7 ; = c . . . - + we as . 

hor a : | of L.I.A.M.A., in summarizing the find- meetings held that better training 

; ings, emphasized the following: salesmen is necessary, and said 


Wnistanding Servive | methods to obtain success, but in any What should be done, 


| case it is not reached through an easy 


p 


FY 
i Institution of Lite Insurance 


iat Raila th coat he is using them. made in the past and said that 


received by Mr. Cummings at 
th i ° ° i 
ores enaneninn af the | jected to selection just as he is per- —— 
National Association of Life sonally. 

Underwriters in Washington, | 3. The manager's selection job starts ‘ . 
D.C., September 29. It is a | when the testing is finished. From the Commissioner Kavanaugh of Col 
. 


worthy tribute. manager must become an artist, ex- Neb., called for insurance men 


We join the life under- . ; aia sys 
' j j tion and basing his judgment on them. necessities of oldsters. 


writers of the nation in 4. The importance of the manager “The elderly, who | need 
extending to him our before and after the hiring of the re- most, cannot now buy it,” he said. 


agers had an average production more on the taxpayer, he added. 








SURANCE 











Shown herewith is the architect’s drawing of the new home office building 
Pioneer Mutual Life is building at Fargo, N. D. Work on the building is making 
progress. When completed it will be one of the finest in Fargo. 
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William A. Arnold, II, Penn Mutual, agers. Furthermore, the “B” men }j 


perintendent and director of agencies of 5. The manager should recognize 

A general agent or manager should is because we had just a little reserva- Reliance Life, was comprised of Carr responsibility to continue selection a Ader 
be 100% sold on a new man before tion on some angle at the time we Purser, Penn Mutual, New York City; the date of contract. Too many y 
recruited him,” said Mr. Slattery. Charles K. Reid, II, Lincoln National, are allowed to continue failure too |p 
Describing the various tests available Washington, D. C.; Leland I. Lyons, which is bad both for them and 
aptitude index, Mr. Slattery said: “After D. Covell, Connecticut General, Pitts- poorer managers kept unsuccessful] , 


Benefit Life, Pittsburgh. The panel better managers was higher} 
I gher 


was somewhat individual—that some Union Central Designates 


er 
Robert H. Porter has been appoiy Suit 
manager fo Union Central at Deteifcith medic 


Effect of Mobilization Slight Mr. Porter graduated from the Unis 
sity of Michigan in 1942 and ent 


down on recruiting, even at the draft’ troit and was four years with Provié 


sons that we have not followed through own—would you want a dozen men ex- panel recruit almost entirely through Today's Market L. A. Tor 


Three featured speakers addresse 


Everett, executive dired 
of agencies western home office of f 
dential, said life insurance today js 
device. Four of the five members do fore has greater opportunities to g 
dent Mutual Life and newly elected g 


| Wallace’s Summary retary of American Society of CL. 
S. Rains Wallace, Jr., research director in reviewing the N.A.L.U. and CLIBs,000, $10, 


1. Panel members presented different M™itees have been set up to study } 


Ralph F. Yambert, authority on 
iT) ie @This is the highest honor ‘formula. Each manager must decide vertising and sales training, pointed 
3 that can be conferred in the | what methods fit his operation and why some of the mistakes that have be 


| . Pe * 
| 2. The natural market which the new Men avoid these pitfalls they will 
recruit brings with him should be sub- better than ever in selling life insuram 


Meet Oldsters’ Needs: Kavana 


great distinction and a time that a recruit passes the test, the speaking at a sales congress at McCo 


ploring all possible sources of informa- something about satisfying the insura 


sincere congratula- cruit cannot be overestimated. One problem affects all taxpayers because 
tions. study shows that the “A”men contract- the last analysis the results of longi 
ed by a group of more successful man- ness among the aged throw all expes 


| How Pioneer Mutual New Home Will Lool , 
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PA. MANAGERS’ CONFERENCE test he'll probably be a good man for than 50% higher than the average fm — 
you.” men contracted by the rest of the 
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election Oder Doctors 

) Many g 

Ure tO loG Insurers are generally treating doctors 
em and @ now that they are eligible for the draft 
red to, | sreater numbers and from older age 
ccessful pam a. than before—in the same cate- 
rate for re" as others in the armed forces, in 
> higher MRO & or in draft age brackets, al- 


he reserves, : { 
hough the question is regarded as a 
ather touchy one. , 
Doctors have long been especially 
“ood customers for life insurance as 
hey have held it a favorite form of 
hersonal savings. Endowments and an- 
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CN appoingyities in particular have been popular 
at Dete.ith medical men. 

the Unidlf The question under debate now cen- 
and ented ers around whether a doctor in modern 
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varfare is as bad a risk as the front- 
ine soldier. ‘Those who hold that he is, 
wctuarially speaking, cite the Korean 
ighting as a case in point. There, ac- 
ording to published accounts, doctors 
rad to break with medical tradition even 
o wearing side-arms. On the other 
and, those who feel that doctors should 
not be lumped in the same insurable 
ategory with others of the armed serv- 
ces maintain that Korea was an excep- 
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ive direafion and that in “normal” warfare the 
fice of fMmbast majority of doctors are at base 
today jsMospitals, well behind the fighting. 

and the 
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The tendency currently is to make 


gent Progpxisting policy restrictions. applicable to 








elected hem. In other words, companies vari- 
of C.Lipusly are limiting their insurance to 
and C.L§B5,000, $10,000, or $15,000, excluding 
ning forfMerm and preferred risk, depending on 





said che doctor’s military eligibility. 

study jf The few companies which have not 

. ndopted military provisions are, accord- 

rity On MMingly, not restricting doctors’ policies. 

pointed @™)thers, holding that a doctor even in the 

have b@&rmed services is a good risk, are seek- 

that if ng to liberalize their military clauses. 

ey will @ Some have instructed all agencies to 

NSU creen doctor applicants very carefully 
before writing any policies. 
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n Spite of Being 
rippled with Polio 


Charles L. Miller of Cromwell, Miller, 
farmo & Co., general insurance agency, 
aterson, N. J., representatives of Sun 
ife of Canada, has an average annual 
production of $250,000, exclusive of 
kroup, all of which he sells in his own 
Dffice. He cannot go out on calls since 

= € was stricken with polio in 1931 and 
Lool 


insuran 
said, 
because 
f longs 
Il exper 











annot walk without crutches or drive 

car, 

He makes considerable use of the 

hone but also gets quite a bit of busi- 

ess on split cases because other agents 
ome to him for ‘help and advice. 

_@ Several months ago he sold a $300,000 

@Pusiness insurance case and this sum- 

Wer he was rewarded with a trip to 
he company convention at Jasper Park, 


anada. 

y -@ He is an observer-consultant to the 
| economic and social council of the 
H nited Nations. 


s. Eberly at Stamford 


_ Women should take an active interest | 
N imsurance problems, Mrs. Marion 
tevens Eberly, director of the women’s 
ivision of Institute of Life Insurance, 
told a woman’s forum at Stamford, 
Conn., in a series of lectures on finan- 
cial subjects sponsored by Stamford 
Tust. 


elton Has ‘Novel School 


a ., W. Welton, manager of Business 
“gMen’s Assurance, Columbus, is conduct- 
Ing a sales school of unusual character 
at Kenton, O., this week with about 15 
agents taking part. Sessions are hela 
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in the mornings, and in the afternoons 
the men go into the surrounding coun- 
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ties to put what they have learned into 
practice by selling insurance. Promi- 
nent ‘business and professional men of 
the city have been invited to sit in on 
the sessions and salesmen from other 
companies also have been asked to take 
part. 


Whittaker A.M.A. Speaker 


E. B. Whittaker, vice-president of 
Prudential, will address the insurance 
division meeting of American Manage- 
ment Assn. of Chicago, Nov. 17 on 
“Trends in Group and Social Insur- 


“fl UDO G RAPH dictation helps us speed service to 


our policyholders...speeds processing of claims 
Lumbermens Mutual Casualty Co. 


Chicago, Illinois 






Dictation is EASIER 





with AUDOGRAPH 


Otherwise 
this conference is almost exclusively of 
interest to property insurance people. 


New Haven C.L.U. Elects 


Leslie R. York has been elected pres- 
ident of New Haven 
Herbert G. Norman is vice-president and 
Arthur M, Billard, secretary. 

Howard 
Boston, conferred the C.L.U. designa- 
tion on Stanley S. Trotman and Harry 
J. McKeon of New Haven and A. Carl 


ance.” 





the program for 


C.L.U. chapter. 


Richard, New York Life, 


N 


Valentine of Stratford. 

Mr. Richard, a million dollar pro- 
ducer, addressed New Haven Life Un- 
derwriters Assn. on “Telephone Tech- 
niques.” Diplomas were presented by 
Leslie R. York to nine New Haven men 
who have completed the course. 


Monarch Life has introduced a family 
protection provision. Each unit provides 
$10 a month from date of death for the 
balance of 10, 15 or 20 years from its 
date of issue, or on the anniversary 
nearest to the insured’s 65th birthday. 


@ “After more than a year of compara- 
tive tests of dictating machines, we at 
LUMBERMENS selected AupocrapH for 
our field staff and many offices through- 
out the country. 

“Because of its light weight, adjusters 
can carry AUDOGRAPHS with them and 
mail reports from the field on sound- 
written discs, thus saving time and cost 
of typing. In this way, AuDoGRAPH helps 
us to render quicker service to policy- 
holders by speeding up the processing 
of claims. 

“Likewise, in handling our voluminous 
day-to-day correspondence, we have 
found the AUDOGRAPH to be economical 
and efficient. It has fulfilled our every 
expectation.”* 

Made by The Gray Manufacturing 
Company — established 1891— origina- 
tors of the Telephone Pay Station. 
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AUDOGRAPH sales and service in 180 principal cities 
of the U.S. See your Classified Telephone Directory 
—under “‘Dictating Machines.”” Canada: Northern 
Electric Company, Ltd., sole authorized agents for 
the Dominion. Overseas: Westrex Corporation 
(export affiliate of Western Electric Company) in 
35 foreign countries. 


TRADE MARK “‘AUDOGRAPH™ REG. U. S. PAT. OFF. 
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@ These identical benefits (and many more), 
plus the convenience and ease of operation which 
this large user enjoys, are available to every type 
of business organization, small or large . . . yours 
included! This coupon will bring the full facts. 
Why not use it... today? 
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@ THE GRAY MANUFACTURING COMPANY, HARTFORD 1, CONNECTICUT 
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Treasury Sets Up Procedure for Avoiding 
Double Tax on Endowment Installments 





WASHINGTON—Latest issue of the 
Internal Revenue Bulletin includes three 
rulings touching upon problems of taxa- 
tion with respect to annuities, endow- 
ment contracts, and payments by an em- 
ployer to the widow of a deceased em- 
ploye. One of these rulings outlines 
methods of adjustment to avoid double 
taxation of amounts reported as annu- 
ities but which do not constitute annui- 
ties under amended regulations 111. 

In a ruling by Internal Revenue Bu- 
reau Chief Counsel Charles Oliphant, 
identified as G.C.M. 26595, it is held that 
“periodical installments received for a 
fixed period of time under endowment 
contracts, or so-called annuity contracts, 
or supplemental agreements for optional 
settlement of the surrender or maturity 
value of life insurance contracts payable 
otherwise than upon the death of the in- 
sured are not ‘annuities’ within the 
meaning of section 22(b)(2)(A) of the 
Internal Revenue Code. . .” 


Must Exceed Total Consideration 


Further, it is held, “such amounts are 
excludible from gross income until the 
amounts received during the taxable 
year under any such contracts, when 
added to the amounts received in earlier 
years, exceed the aggregate premiums 
of consideration paid for the contracts.” 
And “thereafter, the total of amounts 
received in excess of the premiums or 







ELMER 
ROSENTHAL 
St. Louis 


consideration paid for such contracts is 
includible in gross income”, 

In view of amendment of the regula- 
tions by Treasury decision 5684, Oli- 
phant says, reconsideration was given to 
various rulings holding that periodical 
installments received under endowment 
contracts, or so-called annuity contracts, 
for a fixed term of years are amounts re- 
ceived as annuities. 

Prior to that T.D., the chief counsel 
says, the regulations provided that 
“amounts received as an annuity under 
an annuity or endowment contract in- 
clude amounts received in periodical 
installments, whether annually, semi- 
annually, quarterly, monthly, or other- 
wise, and whether for a fixed period, 
such as a term of years, or for an in- 
definite period, such as for life, or for 
life and a guaranteed fixed period, which 
installments are payable over a period 
longer than one year.” 

The T.D. referred to, effective Feb. 
13, 1949, provided that as used in section 
22(b)(2)(A), “amounts received as an 
annuity under an annuity or endowment 
contract “means” amounts (based on a 
computation with reference to life ex- 
pectancy and mortality tables and pay- 
able over a period longer than one year) 
received in periodical installments ...” 

Under the foregoing provision it is 
held that installments received as des- 
cribed in the second paragraph hereof 
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but they are in thorough agreement 


Texas 


on the liberality of 





GENERAL AMERICAN LIFE’S 
RENEWAL PERSISTENCY 
COMMISSION 


Quality business pays off for General American Life field underwriters. 
In addition to vested renewal commissions, all contracts provide an 


additional renewal of 100% or 150% 


commission rate. 


of the standard first year renewal 


Extra earnings features such as this cause Messrs. Hoover, Rosenthal, 
and Jones to say: “You're always in a good-paying business at 
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“are not annuities because the amounts 
so received are not based on a computa- 
tion with reference to life expectancy 
and mortality tables.” 

It therefore follows, says the chief 
counsel, “that such amounts are not sub- 
ject to the 3% rule applicable to annui- 
ties, but are excludible from gross in- 
come” under circumstances set forth in 
paragraph 2 hereof. 





REVOKES G.C.M. 





Oliphant says that his office memo- 
randa cited as G.C.M. 21666 and 22519 


“are contrary to the amended regula- 
tions,” and “are hereby revoked.” For 
the same reason, he recommends that 


income tax ruling 3402 be revoked, and 
since I.T. ruling 3202 conflicts with the 
amended regulations, it be modified. 

Oliphant directs attention to a new 
I1.T. numbered 4028, published along 
with his ruling, which outlines adjust- 
ments referred to above to avoid double 
taxation of amounts previously reported 
as annuities. That ruling indicates that 
in course of preparation of T.D. 5684 it 
was recognized that in absence of provi- 
sions to prevent it such double taxation 
would occur. 

In order to prevent that occurrence 
section 29-22(b)(2)-1 of regulations 111 
was amended by adding at its end pro- 
visos that for purposes of the section 
the term ‘amounts received before the 
taxable year under such policy” shall 
not be construed to “include so much of 
any payments as were included in gross 
income as amounts received as an an- 
nuity under an annuity or endowment 
contract for taxable years ending prior 


to but not on Dee. 31, 1948.” The 
amended section also provided that “ap- 
propriate adjustment will be required 


with respect to such payments, or por- 
tions thereof, so included as form the 


| basis of a pending or successful claim or 


suit for refund.” 
Tells Adjustment Procedure 

The ruling says that the general pol 
icy of the bureau in applying the section 
just above cited is to allow taxpayers 
who, in accordance with the regulations 


| prior to amendment, treated as annuities 








amounts which under the amended regu- 
lations are not annuities to effect adjust- 
ments with respect to as much of such 
amounts (3% of the aggregate prem- 
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iums or consideration paid for the Co 
tract) as were included in gross jnegp 
The adjustments are enumerated as fi 
lows: 

1. That portion thereof included 
gross income in returns for tayg 
years which ended prior to but not 
Dec, 31, 1948, and for which the peri 
of limitation (see section 322(b) of; 
internal revenue code) has expiry 
should be excluded, in the absence oj 
pending or successful claim or syjt % 
refund, from the “amounts received j 
fore the taxable year under such polig 
as that term is used in the above-quoy 
provisions of the regulations. 

2. That portion thereof included 
gross income in returns for taxa) 
years which ended prior to but not 
Dec. 31, 1948, and for which the periy 
of limitation has not yet expired, may j 
made the basis of claims for refund 
such returns may be allowed to stay! 
in which event the exclusion referred; 
in (1) above is applicable. 

3. That portion thereof included 4 
gross income in returns for taxa 
years ending on or after Dec. 31, 14 
may be made the basis of claims for y 
fund, but may not be adjusted by 4 
exclusion referred to in (1) above, 


Taxpayer Sought Refund 


This particular ruling was made int 
case of a taxpayer who erroneously j 
cluded in gross income for 1948 pa 
of the amounts received under an @ 
dowment contract payable in inst 
ments over a fixed period of time, [) 
der such circumstances, the ruling gay 
the taxpayer’s remedy was to file cla 
for refund. 

The third ruling published in the lg 
est bureau bulletin, designated as [J 
1027, holds that payments made by, 
employer to the widow of a deceas 
officer or employe, in consideration 4 
services rendered by the officer or e 
ploye, are includible in the gross incoy 
of the widow for federal income ¢ 
purposes. 

This ruling reviews certain other mi 
ings dealing with the general  subje 
and says that “the essential factor 
whether services were rendered to 
employer’, not “whether services we 
rendered by the recipient.” Paymen 
by the Carnegie Foundation for the A 
vancement of Teaching, not based ¢ 
service to the foundation, are referr 
to as non-taxable gifts. It has been hé 
that even where the employer's plan if 


Standing behind Chairman Wadleigh B. Drummond and President Rolland E. 
are six Union Mutual Life men recently promoted. From the left they are John 
Carnochan, who joined Union Mutual in 1947 as head of the training department allt 
having been with Equitable Society and who now becomes 2nd _ vice-president 4 
assistant to the president; Josiah H. Drummond, of the Portland law firm of D 
mond & Drummond, formerly assistant counsel, who becomes general counsel; Alf 
W. Perkins, formerly 2nd vice-president in charge of the sickness, accident and ¢ 


departments and former insurance commissioner of Maine, who becomes vice-presidel! 
Charles H. Seavey, formerly assistant secretary in charge of sickness and accid# 
underwriting, who becomes manager of the sickness and accident department; Robt 


C. Russ, formerly director of agencies and prior to joining Union Mutual with J 
Hancock, who becomes agency vice-president, and Henry J. Southern, Jr., formerly 
vice-president, underwriting department, and prior to 1935 with Lincoln Natiot 


Life, who becomes vice-president. 


Mr. Wadleigh Drummond, formerly general counsel, continues as board chai 


and member of the finance committee. 
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neluded Assn. here resulted in the awarding of 
or taxa 106 certificates of excellence in 16 classi- 
but not i fications. Awards were made this year 
the perjggm without reference to company size, as 
‘ed, may jg has been the custom in the past. Last 
refund, dim year there were three company size 
1 to sta brackets. Seventy-three companies sub- 


mitted 357 exhibits, a new record. 
Following are the recipients in each 

classification : ; 
Material to Motivate Agents — Con- 


relerred ; 


ncluded » 


- oe necticut Mutual, Equitable of Iowa, 
ims forpfe London Life, Massachusetts Mutual, 
ted by jae Mutual Life, New England Mutual, 
hove, Northwestern Mutual, Shenandoah, Pru- 


dential, Mutual Benefit Life. 


Sales Aids — Connecticut Mutual, 


rade inte Great-West, London Life, Massachu- 
1eously gg setts Mutual, Mutual senefit, Mutual 
1948 pute Life, New England Mutual, Pacific Mu- 
ler an em tual, Provident Mutual, Prudential, Un- 
in insti ion Central, Pan-American, Union Mu- 
time, (di tual. E y 

uling saqq Prestige and Good-Will Builders - 

file clage John Hancock, Lincoln National, Mu 


tual Life, National Life of Vermont, 
in the jm Provident Mutual, Baltimore Life, Trav- 


‘das [Je elers. 


ade by; Recruiting Material—Jcfferson Stand 
- decege ard, Manufacturers Life, Mutual Benefit, 
eration @ Mutual Life, Prudential. ; 

er or en Direct Mail — Bankers Lite of Iowa, 
ss incon Connecticut Mutual, Prudential, Union 
: ue Central. 

— Wall Calendars—Connecticut Mutual, 
other ng National of Vermont, Northwestern Mu- 
al subje 

factor = gs 

ed to th Statistical Assn. 

ices we 

Payne’ Meeting Includes 

based « . 

. reel InSUTANCE Sessions 
reen he 

s plan if? There will be three sessions of in- 





—— terest to insurance people at the annual 
meeting of American Statistical Assn. 
at the Congress Hotel in Chicago, on 
Dec. 27. Mortimer Spiegelman, Metro- 
politan Life, is chairman of the program 
committee. 

The session on life and casualty in- 











vestments will be held with American 
Assn. of University Teachers of In- 
surance and the American’ Finance 





Assn. James J. O'Leary, Life Insurance 
Assn., will be chairman. Sherwin C. 
Badger, New England Mutual Life, will 
speak on “Unusual Features of Life 
Insurance Investment.” Harold = G. 
Fraines, University of Wisconsin, will 
treat “The Valuation of Insurance Se- 
curities.” George T. Conklin, Guardian 
Life, will discuss “Direct Placements of 
Life Insurance Companies.” 


Session on Actuarial Developments 


The session on developments in ac- 
tuarial science will ‘be a joint session 
with the Institute of Mathematical Sta- 
tistics and the insurance teachers. Cecil 
J. Nesbitt, University of Michigan, will 
be chairman. Charles A. Spoerl, Aetna 
Life, will talk about “Survey of The- 
oretical Developments.” E. A. Lew and 
Frank Weck, Metropolitan Life, will 
speak on “Survey of Practical Accom- 
plishments.” The discussion will be led 
by Thomas N. E. Greville, national of- 
fice of vital statistics. 

A session will be devoted to sources 
ot morbidity statistics. Dr. Harold F. 
Dorn, National Cancer Institute, will 
be chairman. Allen B. Thompson, As- 
sociated Hospital Service of New York, 
will discuss Blue Cross as a source of 
morbidity statistics. Dr. Neva Deardoff, 
Health Insurance Plan of Greater New 
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yments after the death of an employe 
‘ voluntary plan, a contractual obliga- 


The ruling states the position of the 
bureau is that “irrespective of a ‘plan, 
voluntary Or involuntary, definite or in- 
definite,” payments of the type with 
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which the ruling deals are considered 
taxable income, and that the widow is 
liable. 

However, under authority granted in 
the code, this ruling does not apply to 
such payments received before Jan. 1, 
1951. 


Advertisers Assn. Awards Certificates 


of Excellence in 16 Classifications 
ATLANTIC CITY—The exhibits on 


display at the Life Insurance Advertisers 


tual, Provident Mutual, Travelers, Fidel- 
ity Mutual, Mutual Benefit Life. 

Greeting Cards—Connecticut General, 
National of Vermont, General American. 

Annual Reports—Connecticut Gener- 
al, Connecticut Mutual, Guardian, John 
Hancock, London Life, Mutual Benefit 
Life, Mutual Life, National of Vermont, 
Occidental of California, Prudential, Fi- 
delity Mutual, Pan-American. 

Policyholder Material — Connecticut 
Mutual, Mutual Benefit Life, Prudential, 
Imperial of Canada. 

Brokerage Material — Mutual Benefit 
Life, Occidental of California, Pruden- 
tial, State Mutual Life. 

Field Magazines — Connecticut Mutu- 
al, Equitable of Iowa, Manufacturers, 
Massachusetts Mutual, Mutual Life, Na- 
tional of Vermont, Occidental of Califor- 
nia, Provident Mutual, Prudential, Union 
Central, Ohio National. 

Employe Relations — John Hancock, 
Mutual Life, Prudential, Sun of Canada, 
Phoenix Mutual. 

National Magazine Advertising—John 
Hancock, Massachusetts Mutual, Mutual 
Benefit Life, National of Vermont, New 
England Mutual, Northwestern Mutual, 
Prudential, Travelers. 

Newspaper Advertising—Liberty Life. 

Insurance Journals — John Hancock, 
Occidental of California, Berkshire Life, 
Union Central. 

Public Relations — Mutual Penefit 
Life, Mutual Life, National of Vermont, 
New England Mutual, Prudential, State 
Mutual, Manhattan. 


York, will talk about prepaid medical 
care as a source of morbidity data. Drs. 
T. Woolsey and S. Collins, U. S. public 
health service, will speak on the house- 
hold survey of morbidity statistics. The 
discussions will be led by Paul Densen, 
University of Pittsburgh and Dr. Mor- 
ton L, Levin, commission on chronic ill- 
ness. 


Provident of N.D. Puts 
Adams in Regional Post 


Lyle Adams has been appointed re- 


gional superintendent of agencies by 
Provident Life of North Dakota. He 
was formerly with Union National of 


Omaha which he joined after returning 
from the second war. 

As a personal producer he was located 
in Aberdeen, S.D. and as a supervisor 
had North Dakota as his territory, with 
headquarters in Bismarck. In his new 
post he will reside in Bismarck and 
cover North Dakota and Montana. 





Stearns Los Angeles Speaker 


John L. Stearns, vice-president and 
actuary of New England Mutual Life, 
addressed Life Insurance Managers 
Assn. of Los Angeles on “An Actuary 
Looks at the Potential Value of This 
Year's New Business.” He said one of 
the first concerns of the home office is 
the size of policies. Because of loading, 
expense and age the size of the policy is 
vital. He pointed out that in 1930 the 
average policy was for $5,000, that it 
then went down, but now is back to 
$5,000. He said his company has $300 
million of pension trust business in force 
and that it pulls down the average pol- 
icy size. He also took up the importance 
of persistency. He said the termination 
figure for brokerage business apparently 
is the same as that of regular agents. 
He said the actuarial side of the busi- 
ness looks at the persistency of business 
and the expense. 
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HERE'S SOMETHING 
IT'S ALL RIGHT 
TO HOARD 


Here’s something people can hoard 
all they want. It’s Life Insurance,—and 
the more Life Insurance they buy and 
“hoard”, the better it will be for every- 
body, because Life Insurance is a deadly 
enemy of inflation. 


Furthermore, there’s no scarcity of 
this great service that is Life Insurance. 
Now, as always, it stands ready to help 
people in planning their own security 
against the hazards of today and the un- 
certainty of tomorrow. 
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Radio Networks in Retirement Funds 


For those who may lack arguments 
as to the merits of the insured vs. the 
uninsured pension plan, we submit the 
recent purchase of the Don Lee west 
coast radio and television network by 
the employes’ retirement fund of the 
General Tire & Rubber Co. at a cost 
of $12,320,000. The fund’s assets also in- 
clude the Yankee network in the east. 

Without reflecting in the slightest on 
the soundness of these radio and tele- 


vision properties as an asset, it is still 


reasonable to ask whether this type of 
enterprise should be permitted to com- 
prise such a large unit in a portfolio 
that is necessarily small as compared 
with the assets of a life company in 
the pension business. 

The fund outbid the Hartman Radio 
Corp., which had seemingly won the 
property, when it surpassed its bid by 
10%, thereby obtaining ownership in 
the probate court. It now owns four 
radio stations, a television station, and 
the Don Lee broadcasting system, which 
services 53 other stations. It intends to 
sell the television station. The proper- 
ties were put up for sale by the public 
administrator to settle the estate of the 


late Thomas S. Lee, son of the network’s 
founder. Assets also include 19% of the 
stock of the Mutual Broadcasting Sys- 
tem. 

This purchasing of one large-scale 
enterprise by the retirement fund of 
another large corporation may result in 
some curious linkages. Perhaps some 
day the retirement fund of a much ex- 
panded Don Lee network, casting about 
for investments, will find that it can 
advantageously purchase the stock of 
General Tire & Rubber. Maybe we are 
heading for the day when virtually every 
corporation’s retirement fund owns at 
least one other large corporation. 

But in spite of all these fascinating 
possibilities, we will think most em- 
ployes who are figuring on an assured 
income after they retire would rather 
have an insurance company standing 
back of their retirement program. We 
should think they’d prefer to get retire- 
ment checks of fixed amount rather than 
watching the ticker to see how their 
fund’s captive corporation is doing and 
trying to guess how much of a retire- 
ment payment their investment is likely 
to yield. 


Book Learning Does Not Breed Pedants 


Though increasing respect and popu- 
larity have been earned by the educa- 
tional movements within the insurance 
industry, formal education in the insur- 
ance business and in general still finds 
plenty of detractors. It is possible that 
some of these deprecators of the 
impressive strides that have been made 
are motivated by the necessity to cover 
up their own indolence. As Jacques 
Barzun recently pointed out in an essay 
on “the educated man” in “Life” mag- 
azine, the better educated are secretly en- 
vied by those who have the uncomfort- 
able feeling that they ought to increase 
their knowledge but are not willing to 
expend the energy necessary to do so. 
As Mr. Barzun puts it, it is embarrassing 
to many that in this country they have 
no valid excuse for not being educated 
unless they lack the necessary mental 
equipment. For in America educational 
opportunities are in the reach of almost 
everyone. Certainly in the insurance 
business there are very few persons who 
do not have the mental equipment that 
will enable them to benefit from one or 
more of the courses of instruction 
offered. These classes are financially 
within the reach of any man who is will- 


effort in self-improvement. 

Then there are those who say “Ah, 
but common sense and experience are 
much more important than book learn- 
ing.” Certainly both of these qualities 
are highly important. As Joseph Addi- 
son commented in the “Spectator” (no 
relation to the insurance journal) back 
in 1711, “The truth of it is, learning, like 
traveling, and all other methods of im- 
provement, as it finishes good sense, so 
it makes a silly man 10 thousand times 
more insufferable, by supplying variety 
of matter to his impertinence and giv- 
ing him an opportunity of abounding in 
absurdities.” We are assuming that the 
man who enters upon education in the 
insurance business or elsewhere starts 
out with common sense and that valu- 
able experience will accrue to him as a 
matter of course. 

The skeptic may reply, “A man who 
has his nose deep in books runs the dan- 
ger of being a pedant.’”’ To which same 
charge, no new one by any means, Mr. 
Addison has made the observation in the 
same issue of his journal, “A man who 
has been brought up among books, and 
is able to talk of nothing else, is a very 
indifferent companion and what we call 


large the title and give it to everyone 
that does not know how to think out of 
his profession and particular way of 
life. .. . a mere courtier, a mere soldier, 
a mere scholar is an insipid pedantic 
character and equally ridiculous.” And 
so, we might add, is a mere insurance 
man. 

It is impossible to amass too much 
knowledge of insurance. There is a 
time to talk insurance and then the man 
with the superior understanding can hit 
it the hardest. But the fellow who is to 
have the greatest success in his relations 
with other people is he whose interests 
range beyond his narrow job, who can 
display a broad versatility in his knowl- 
edge as a result of self-education or 
schooling of a more formal kind. This 
applies to the insurance man whether 
he be salesman, executive, technician, or 
clerk. 

All of which is a strong argument for 
having young men who enter the insur- 
ance business as liberally educated as 
they can possibly afford to be and as 


PERSONAL SIDE OF THE BUSINESS 






their limitations will allow them to 
And when they have embarked upg, 
their insurance careers, it is equally jn, 
portant that they keep on learning q 
their own and also take advantage g 
the many opportunities for furthering 
their education that are offered in th 
insurance business by the individyy 
companies, by associations and by cg. 
leges and universities. There is mug 
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in these courses of broad backgrounage One of 
value giving insurance men a look jnty aw : 
such allied fields as law, economics anj = eve 
English as well as into the possibilitig, promotior 
of their own jobs. All of these course, {bow 0” ¢ 
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and studies contribute to making , 
good insurance man, and what is mor 
important to the student, a wel. 
rounded man. 

Education offers tangible rewards ty 
the man who seeks it in the way of per. 
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Earl 1 
Bert A. Hedges, Kansas manager of panel discussions during the business. @Great-We 
Business Men’s Assurance, and Mrs. men’s conference on urban problemsfjnan who 
Hedges, were seriously injured Oct. 17 sponsored by the U. S. Chamber ojfMtime and | 
in an automobile accident at Baxter Commerce in Washington, D. C. Nov. large g! 
Springs, Kan. 20-21. acing the 
Mr. and Mrs. Hedges were returning Asa V. Call, president of Pacific i clippin| 
from a combined speaking and vacation Mutual Life and of the board of trustees other per 
tour through the south. Mr. Hedges of the University of Southern California Mdorsement 
had spoken at the meetings of the spoke at the 71st founders day celebra (pi life in 
Springfield, Birmingham, Atlanta and tion of the university and said thaj™s a_clippi 
Miami A. & H. associations. privately supported educational instity.—fby Dr. C 
Mr. Hedges’ brother, Herbert A. tions are the last citadel of economic plvises re 
Hedges, Kansas City general agent of freedom. He said that the faculties offMorsing lif 
Equitable Life of Iowa, has been at state schools must find it difficult toffhealth pr 
Freeman hospital, Joplin, where the take stands against higher taxation andffouples. 


Hedges are now confined. Doctors are 
hopeful for a full recovery. 

David W. Tibbott, director of adver- 
tising of New England Mutual has been 
elected a director of Assn. of National 
Advertisers. 

Ohio National Life has sent out en- 
graved announcements of Agency Direc- 
tor Fred E. Kramer’s 25th anniversary 
with the company. The announcements 
are printed entirely in silver and in- 
clude a list of his achievements and a 
tribute from the company. 

Thomas I. Parkinson, president Equi- 
table Society, addressed the North 
American branch of the Newcomen So- 
ciety of England, honorary historical 
society, in St. Louis. 

William A. Arnold, II, Penn Mutual 
Life general agent at Harrisburg, has 
been elected president of the chamber of 
commerce there. He is a former presi- 
dent of the Harrisburg Life Under- 
writers Assn., the General Agents and 
Managers Assn. and the Penn Mutual 
agency association. 

A. Van. Goldman, ordinary manager 
at Chicago for Prudential since 1927, 
was honored by his company upon his 
completion of 30 years of service. 

Otto L. Nelson, Jr., vice-presi- 
dent New York Life, ‘and J. Truman 


Waterloo, Ia., returning to Milwaukee as 
manager in 1946. 


the accounting department in 1903 and 
became cashier in 1921. 
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unlimited grants of power to govern- 
ment when they are dependent upon just 
those things. 

Otto F. Affeldt, manager of Pruder- 
tial district 6 at Milwaukee, is observing 
his 35th anniversary with the company. 
He started at Milwaukee, became as 
sistant manager there and manager at 


M. J. Quillin, Equitable Society, dean 


of La Crosse, Wis., life agents, haprrom Off 
completed his 500th week of selling ont There is 
or more policies a week. hide Coci, 
Ray F. Zimdars, Mutual Life, De ookie pit 
Pere, Wis., has been elected to receive ak Vani 
the 33rd degree of Scottish Rite ebruary 
Masonry, the highest rank in the order. spring ‘tl 
John C. Leslie, editor and publisher o'foung mai 
“Insurance Record,” of Dallas, will befboss, Don 
married Nov. 1 to Miss Ollie May Clay,fment and 
daughter of Ollie Clay, a retired tele-fto work fo: 
phone workman of Dallas. iter the « 
Frank M. See, general agent of New#hances a 
England Mutual, has been elected a di ould be | 
rector of Tennessee Society of St. Louis. = — 
John J. Gunshanan, chief accountant “stoped 
with Phoenix Mutual, has retired aite'Bitched on 
47 years with the company. He joined B hich wor 


ommercia 


He held thatBork in th 


: : ‘ ; Streng, 2nd vice-president Massachu- post until last year, when he became} “yp... 
ing to spend some of his own time and a pedant. But, methinks, we should en- setts Mutual Life, will participate in pict pice ili ’ Being 
0 have bee 
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promotion man. c 
how on a rainy day.” — 
Another insurance tie-in of the A.M.A. 
m is the sales kit sent to news- 
advertising directors telling them 
rtisement can help sell 20 
others or even build a profitable special 
promotion. Among the groups A.M.A. 
suggests might be interested in tie-in 


how one adve 


jalized medicine. 


ime and space. 


if life insurance. 


A.M.A. and Insurance 


Plugs for voluntary health insurance 
make up a considerable part of the anti- 
socialized medicine advertising campaign 
of American Medical Assn. with nearly 
every newspaper or radio ad suggesting 
either a doctor or the insurance man as 
the source of information about it. 

One of the more rosy descriptions of 
health insurance in one of — é 
jingles surpasses the descriptions given 
the most enthusiastic sales 
It calls it “your rain- 


too. 





Schwemm, 


emm’s visitors are 





manager 
sreat-West Life at Chicago, is an idea- 
nan who permits himself no waste of 
His desk is covered by 
1 large glass top. Underneath this top 
acing the visitor’s chair are a number 
oi clippings from daily newspapers and 
other periodicals which constitute en- 
lorsement by men outside the business 
For example, there 
sa clipping from a syndicated cclumn 
bv Dr. George Crane, physician, who 
ndvises readers on health problems, en- 
Horsing life insurance as the best mental 
ealth prescription for newly married 


policyholders 
When Mr. Schwemm is in- 
errupted by telephone, as he frequently 
s, the visitor is bound to look down at 
he desk and read at least some of the 
elections. Mr. Schwemm is thus plug- 
king his product even during moments 
hich would usually be unproductive. 


the radio 


Insurance men are being involved in- 
reasingly in the campaign against so- 
The A.M.A. feels it 


our Desk Provides "Ad™ Space 


: ‘bound 
o be either insurance men or prospec- 
ive insurance men, 


rom Office Boy to Series Hero 


There is still a job open in the Equi- 
able Society group department for the 
ookie pitching sensation of the New 
ork Yankees, Ed “Whitey” Ford. Last 
ebruary, just before going south for 
spring try-out with the Yankees, the 
oung man stopped in to see his old 
boss, Don Parker, of the group depart- 
ment and indicated that he would like 
0 work for the society again this winter 
liter the close of the baseball season. 
Fhances are his salary as office boy 
fould be no more suitable today than 
k his present salary as an army private. 
Ford joined Equitable Society in 1946 
Iter graduation from high school and 
itched on the company’s baseball team 


the championship of the 


League of Greater 


ork in that year. 
“Whitey” is perhaps the best of the 
t, but he is not the only good player 
have been. developed on the Equitable 


New 


for 


or 


Society team. This year the squad won 
the national amateur baseball champion- 
ship for the third straight year. 


DEATHS 


HAL M. RICKETTS, 65, local agent 
at Covington, Ky., died there of a heart 
attack. He became ill while returning 
from a trip to the home office of Shen- 
andoah Life, for which he was general 
agent. His death followed that of his 
wife by 18 days. Mr. Ricketts was an 
aviation enthusiast and was a member 
of the board which operates the Greater 
Cincinnati airport. He was a former 
postmaster of Covington. 


PAUL ALEXANDER, 79, retired 
treasurer Penn Mutual Life, died at his 
home in Norwood, Pa. He joined the 
company in 1895 becoming assistant 
treasurer in 1903 and treasurer in 1921. 
He retired in 1938 because of poor 
health. He had been treasurer and 
councilman of the borough of Norwood 
and a member of its board of health. 

ANSEL J. BUDDENDORF, 49, of the 
Sinclair Agency, general agent for Trav- 
elers at New Orleans, died there sud- 
denly. 

LUCIUS TETER, prominent Chicago 
business consultant, who died at the age 
of 78, was a director of Western & 
Southern Life. 

MORRIS KELMAN, 56, assistant dis- 
trict manager of John Hancock at 
Waterbury, Conn., died in a New Haven 
hospital. He suffered a stroke about 
three weeks earlier. 

JAMES C. BOYD, 64, who retired re- 
cently after 20 years as assistant super- 
intendent for Western & Southern at 
Toledo, died. 

NANCY GOODFELLOW, 20, stepdaugh- 
ter of Charles Fleetwood, vice-president 
Prudential, died suddenly in Cambridge 
after seeing the Harvard-Army foot- 
ball game with her parents. 

CLARA M. DeNOON, retired Penn Mu- 
tual agent, died at her home in South 
Norwalk, Conn. She began in 1912 with 
Penn Mutual at Huntington, W. Va. She 
sold principally to men and usually siz- 
able cases, often business insurance, 
reaching her peak of production in the 
1920s. In 19380 she moved to New York 
with Penn Mutual. She has been inactive 
since 1946. 

















Decade in Post 


William M. Rothaermel this month 
rounds out 10 years as vice-president in 
charge of agencies 
of Pacific Mutual 
Life. Mr. Rothaer- 
mel entered the life 
insurance business 
in 1919 with Equit- 
able Society as an 
agent at Oklahoma 
City after leaving 
the army. From 
there he went to 
Chicago as territo- 
rial superintendent 
of agencies for 18 
years, following 
which he joined 
Continental Ameri- 
can as vice-president. Later he was made 
a member of the board of directors. 


Mr. Rothaermel is a member of the 
nominating committee of L.I.A.M.A., a 
former member of its board of directors, 
and the first chairman of its A. & H. 
committee. He was on the executive 
committee of the former Life Agency 
Officers Assn. 








W. M. Rothaermel 





Mutual Life Ruceives Direct Mail Reeond 


@ 
Richard B. Thomp- 


son, director of sales 
development, holds 
the “Best of Indus- 
try” award won by 
Mutual Life  spon- 
sored by the Direct 
Mail Advertising 
Assn. Dr. Robert A. 
Love (right) chair- 
man of the judges’ 
panel, and Robert J. 
Walker (left), super- 
visor of field service 
for Mutual Life, 
look on as Harry A. 
Porter, president of 
the association, ex- 
tends his congratula- 
tions. 


Small D.B.L. Cases — 


Provide Quarter 
of Premiums 


An analysis of statements filed by 
New York employers reporting tempo- 


rary contributions to the special fund 


for disability benefits during the first 
quarter of 1950 showed that 119,466 
employers, each having less than 25 em- 
ployes, have come under the new law, 
according to Mary Donlon, chairman 
of the state workmen’s compensation 
board. They represent annual payrolls 
of almost $3 billion. 

These are the first statistics on the 
disability benefits law to be released. 
They indicate that small cases represent 
80% of the total number of employers 
but only one-fourth of the total of em- 
ployes and that bigger cases made up 
the bulk of the D.B.L. volume from 
the premium viewpoint. 

Group men are still waiting for de- 


tailed statistics on over all D.B.L. pro- ° 


duction results. 

The announcement was made at a 
meeting of the disability benefits ad- 
visory committee, the insurance mem- 
bers of which are Henry D. Sayer, 
general manager Compensation Insur- 
ance Rating Board, and Reinhard A. 
Hohaus, actuary Metropolitan Life, rep- 
resenting Life Insurance Assn. of 
America. More than 200 claims men 
attended an all day session designed 
to coordinate and expedite claim pro- 
cedure under the new law. 


Small Assessment 


Miss Donlon reported that receipts 
of the fund from which benefits are 
payable to disabled unemployed have 
exceeded expectations and were above 
$10 million. “With full employment re- 
ducing the unemployed claims,’ she 
said, ‘there is a good prospect that the 
first annual assessment next April will 
be relatively small.” This is encourag- 
ing news to group insurers. 

The figures show that about 25% of 
all reported payrolls paid to employes 
by 80% of the employers went to 
workers in groups of less than 25 em- 


«0 





ployes. They could not have had group 
A. & H. coverage before the disability 
benefits law was in effect, because of 


the statutory group minimum of 25 
lives, she said. 
The figures indicate that the total 


number of employers in the state is 
150,000, or 20,000 less than the original 
D.B.L. market estimates. About 20% 
of the state’s employers make up three 
quarters or $9 billion of the total pay- 
roll. 


Couldn’t Write for Six Months 


Even though the insured had failed to 
give written notice of his illness as set 
forth in the policy, the fact that he had 
been incapacitated for the six months up 
to the time he gave notice justified the 
trial court in holding that written notice 
was given as soon as was reasonably 
possible, the Oklahoma supreme court 
has held in Blevins vs. American Ca- 





sualty, affirming judgment for the 
plaintiff. 
Compulsory old-age insurance was 


first adopted in Germany in 1883, ac- 
cording to the Twentieth Century Fund. 








PROVIDING FAMILY SECURITY 
FOR OVER HALF A CENTURY 
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With Reserve Life's Monthly Income Disability 
and Premium Waiver combination, you can offer 
full protection to your policyholders. This unique 
protection plan provides waiver of premiums 


age 55. If disability is 


RESERVE LIFE INSURANCE COMPANY 


MONTHLY INCOME DISABILITY AND PREMIUM WAIVER CAN INCREASE YOUR BUSINESS 


plus $10 monthly disability income per $1,000 
face amount of insurance, in case of policy- 
holder's total and permanent disability before 


permanent and total, 


policy matures at face value as endowment at 
age 65 (unless contract matures earlier). 


For full details of this plan, write to S. J. Gilbert, 
Vice-President and Director of Life Agencies. 


DALLAS, TEXAS 
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LIFE AGENCY CHANGES 





J. W. Lawrence Resigns as 
Prudential Houston Manager 


John W. Lawrence, manager of the 
Houston agency of Prudential for nearly 
two years has resigned. He expects to 
announce his plans in the near future. 

Mr. Lawrence started in life insur- 
ance in Kansas City in 1927 as an agent 
of Provident Mutual. He was general 
agent for Berkshire there from 1931 
until it withdrew from the state. He 
brought the agency from last place to 
10th and personally averaged $500,000 
a year. 

Made Record at Salt Lake 

In 1936 Mr. Lawrence joined Pru- 
dential, four months later becoming as- 
sistant manager. In 1941 he went as 
manager to Salt Lake City, bringing the 
agency up from $875,000 a year to $3,- 
700,000. It had the lowest cost per 
$1,000 of any agency in the company for 
two years and at all times was 
among the 10 lowest-cost agencies. In 
1947 he was awarded the president's ci- 
tation for agency accomplishment. In 
his first year at Houston the agency 
showed an increase of a quarter mil- 
lion. By Aug. 31, 1950, the agency paid 
for $5,016,300 or practically as much as 
for the entire preceding year. 

Mr. Lawrence served as president of 
the Utah Managers Assn. and Utah 
C.L.U. and as vice-president of the Utah 
Life Underwriters Assn. and the Salt 
Lake City association. He is a graduate 
of the L.I.A.M.A. management school. 


Phoenix Mutual Names 
Chapin Manager at Houston 


Phoenix Mutual has appointed 
Richard N. Chapin, formerly supervisor- 
in-charge at Fort 
Wayne, as man- 
ager at Houston. 
He succeeds’ H. 
Richard Wilson. 
B. Wheat Randle 
has been named 
supervisor- 
in-charge at Fort 
Wayne. 

Mr. Chapin join- 
ed the Kansas City 
agency in 1941 and 
was appointed su- 
pervisor in 1946. 
He has been with R. N. Chapin 
agencies at Cleve- 
land, Detroit and New York. In 1949 
he was appointed supervisor-in-charge 
at Fort Wayne. 

Mr. Randle has been with Phoenix 
Mutual since 1941 and was appointed 
a supervisor in 1947. He has been with 
the New York, Los Angeles, Milwaukee 
and Chicago agencies. He is a merchant 
marine veteran. 


W. E. Cox Retires; Three 
New Managers Appointed 
W. E. Cox has retired as Kentucky- 


Virginia manager for United Benefit 
Life and Mutual Benefit H. & A. and 





to find out for myself. 


a good living? 


possible.” 











Beauly and Business 


“For years I’ve dreamed about the scenic splendors of the West... lis- 
tened to other insurance men as they, too, talked about settling in the West. 
Problem was—does beauty and business go together? Two years ago I decided 


“My wife and I took a trip through Colorado, Wyoming and New Mexico. 
The scenery, the beauty was out of this world. But—could I earn a living here— 


“We talked to insurance men and their wives in their own homes... saw 
how well they lived, how relaxed and healthy they are. Business? Much of it 
was going begging. Of the companies I called on, Capitol Life offered the most 
secure future for a life, accident and sickness underwriter. Today, our NEW way 
of living has given us a richer, fuller, healthier life than we dreamed was 


‘ To qualified Field Underwriters and Agency Managers in search of out- 
door beauty and a business in healthful surroundings, our agency expansion 
program offers genuine economic security in most western states. 


Write us for complete details. 


The GAPITOL LIFE 


INSURANCE COMPANY 


CLARENCE J. DALY, President 


THOMAS F. DALY II, 


Director of Agencies 


HOME OFFICE, DENVER 
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three new managers have been ap- 
pointed in that territory. Ira P. Cromer 
has been named manager at Richmond, 
Ed Watson at Norfolk and R. E. Con- 
don for all of Kentucky. 

Mr. Cromer joined the Cox agency 
in Louisville in 1933 and became assist- 
ant manager in 1938. In 1940 he trans- 
ferred to the Richmond branch as as- 
sociate manager. 

Mr. Watson joined the Cox agency 
in 1940 after being on the staff of the 
Louisville Herald-Post and later on the 
Louisville Courier-Journal. He was edi- 
tor of the agency’s publication, “Life 
Income News.” He is a navy veteran. 

Mr. Condon joined the home office 
in 1936 and became assistant superin- 
tendent of agencies in 1941. He joined 
the Cox agency in 1944 as assistant 
manager, 


Atlantic Names H. P. Jones 


Atlantic Life has appointed Herbert 
P. Jones as general agent in Pittsburgh. 
In slightly more 
than two years in 
the business, he 
has built an en- 
viable record. Last 
year he ranked 
third in production 





with his former 
company, Home 
Life of New York. 
He served the 
1949-50 term as 
president of his 
community’s civic 
association 
Mr Jones was Herbert P. Jones 

staff assistant on 


the accounting and controller's staff at 
Westinghouse Electric until December, 
1947, and then was on the controller's 
staff of Diamond Alkali Co. in Pitts- 
burgh, leaving in July, 1948, to go into 
life insurance selling in Pittsburgh. 


Cundell to Smith-Fraser 


Henry C. Cundell has been named 
vice-president and manager of the 
Smith-Fraser agency of ‘Continental As- 
surance in New York City. 

From 1922 to 1945 Mr. Cundell was 
with Connecticut Mutual in various sales 
capacities in the home office. He has 
been with the Arthur Youngman agen- 
cy, Mutual Benefit Life in New York, 
for the past five years. He is a veteran. 








Guardian Names Kramer 


Guardian Life has appointed Samuel 
L. Kramer manager of its new agency 
in Wilmington, Del., located at 306 West 
Ninth street. He entered the business 
in Wilmington in 1943 and in 1947 was 
promoted to manager. He was treasurer 
of the Wilmington Life Underwriters 
Assn. in 1949, 


New St. Joseph Manager 


Paul Chilton, who has been an agent 
of American Hospital & Life at St. 
Joseph, Mo., has been appointed man- 
ager there. 


Sheary District Manager 


Howard E. Sheary has been appointed 
district manager at Des Moines of Re- 
serve Life, succeeding Gerald DeVere, 
who has been transferred to Duluth. 
Mr. Sheary previously has been with 
Reserve Life at Des Moines, Ottumwa 
and Waterloo, Ia. 


McClure Joins Capitol 


Charles B. McClure, formerly gen- 
eral agent for Occidental Life at 
Wichita Falls, Tex., has been named 
manager for Capito] Life there. He has 
had many years of experience as a per- 
sonal producer and agency head. 


Flanders to Brokers’ Assn. 


Malcolm B. Flanders has been named 
full-time executive secretary of Insur- 
ance Brokers Assn. of Massachusetts. 
Prior to joining Mutual Benefit Life at 
Boston he was with the National Under- 
writer Co. He is a navy veteran. 
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Private Companies’ Profit 
on ‘49 Cal. UCD Cover 5.451 


LOS ANGELES—An analysis ¢ 
the reports on 1949 operation of % 
private companies writing voluntay 
UCD coverage has been made by Lelay; 
B. Groezinger, insurance  attorne) 
showing that incurred losses were mo, 
than 68% of premiums earned and thy 
the net profit for all companies on 4gy 
business was 5.45%. 

Total premiums received by priya, 
companies exceeded $25,400,000 and the 
paid the state more than $1,100,000 ; 
taxes, licenses, government charges and 
fees. . 





Twelve Companies Showed Loss 


Twelve of the companies showed ; 
loss for the year, Mr. Groezinger pointe 
out. “Due to the addition of the # 
daily hospital benefit amendment by ty 
1949 legislature, which became effectiy 
Jan. 1, 1950, and which involved y 
additional premium, it can be expect 
that the amount of benefits paid during 
1950 will be considerably higher thy 
those paid in 1949,” he said. “Cong. 
quently the loss ratio will be consi 
erably higher and profits will be |e 
in 1950.” 

He pointed out that the state di 
ability fund, which pays benefits lowe 
than the voluntary plans, is current) 
paying benefits running from 113 qj 
128% of those for comparable month 
In 1949, 

In excess of 33,300 voluntary plan 
have been approved. Estimated numbe 
of employes covered by voluntary play 
is 1,207,749. Under the UCD law it} 
stipulated that benefits offered by privai 
companies writing the coverage my 
always be more than those afforded }j 
the state fund. 


MacDonald Moderator of 
Chicago A. & H. Round Tabi 


The home office A. & H. underwrite 
round table of Chicago has modifi 





somewhat the setup of its activiti 
for the current season. It will st 
operate on a _ wholly informal basi 


with no regular membership and # 
officers, but Roy A. MacDonald 
H. & A. Underwriters Conference Ii 
agreed to act as moderator for all se 
sions this year. Suggestions for topi 
to be considered will be sent to his 
and there will be a case clinic, alo 
the line of those at the conference tt 
derwriting forums. 

There was an especially large atten! 
ance at the opening meeting, with m 
on hand from several companies 10 
heretofore represented. Representativ 
of the inspection companies are 10 
being included and an especial effort 
will be made to get all companies 
Chicago writing A. & H._ interestei 
Dinner meetings are held on the thi 
Thursday of each month, the date 10 
the next one being Nov. 16. 





Health Service, Inc., of Chicago, hi 
applied for a license to write disabili 
insurance in California. 








Salsbery to Franklin 


Nathan B. Salsbery has been nam 
manager in Harris- 
burg, Pa. for 
Franklin Life. He 
entered life insur- 
ance 11 years ago 
with Connecticut 
General. In 1945 he 
joined Prudential 
as assistant man- 
ager at Harrisburg. 
He is a past presi- 
dent of the Scran- 





ton Life Under- 
writers Assn. 
@ N.. B. Salsbery 
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NEWS OF LIFE COMPANIES 
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Southwestern Life 
Increases Capital 


J Southwestern Life will increase its 
sr capital to $5 million by a 25% stock 
attorne ge dividend. The regular quarterly divi- 
Were mone dend of 40 cents a share will also be 
-d and the paid. The stock dividend will be the 

ies on is first capital change since 1937. 
jl »yusiness in force for the nine months 


was $816,493,369, up $54,849,350 since 
jan. 1, and assets were $209,633,761, up 
nearly 5% for the same period. 


by privay 
DO and the 
i, 100,000 js 
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Life of Georgia Reaches 


Loss $100 Million Mark 
showe in Ordinary in Force 
vr Hig Life of Georgia reached the $100 mil- 
ne lion mark in ordinary in force during 


nent by th 
ne effectiy: 
ivolved y 
ye Expectel 
paid duriny 
igher tha 
d. “Cong. 
be consi 
vill be les 


October as it observed its fifth year in 
the ordinary business, running its total 
life insurance in force to $710 million. 
Life of Georgia issued its first ordinary 
rate book in 1945. The company has 
heen issuing weekly premium since 1891, 
now has $610 million in force. 


Life & Casualty Votes 





state dill Stock Dividend; Will Raise 
efits lowe A ine 
5 cura Capital to $8 Million 
9m 113 ty 


Life & Casualty will distribute a stock 
dividend of 33 1/3% sometime in Decem- 
ber, increasing its capital to $8 million. 
To be distributed to approximately 4000 
stockholders, this will be the seventh 
stock dividend since 1936. 


ble month 


itary planj 
ted numb 
ntary plan 
D law it 
1 by privat 





Examination Report on 


rage mi 
afforded 0 Franklin Life Released 
Insurance Director Day of Illinois 
or of has released a report of an examination 
of Franklin Life. It is highly favorable 
1d Tablgy and reflects capital and surplus funds 
_ Peof $9,011,443 as of Dec. 31, 1949, which 
nderwriteg® is a few thousand dollars in excess of 
is modifi} the amount reflected in the annual 
S  activiti statement of that date. 
t will sti The report states in part, “losses 
rmal basif¥ and claims reported received the com- 
ip and MM pany’s immediate attention and, after 
Donald @ investigation and receipt of completed 
ference lM proof of loss, are paid promptly in ac- 
for all sf cordance with the policy provisions.” 
| tor top During the three-year period covered 
ent to bi by the examination insurance in force 


linic, along 


l increased from $446,768,000 to $769,- 
ference wh 


006,000. Assets increased from $92,916,- 
000 to $145,292,000, and capital and 
surplus funds were expanded from 
$6% million to more than $9 million. 
Five zones of the National Assn. of 
Insurance Commissioners participated 
in the examination. Examiners from 
South Carolina, Georgia, Michigan, 
yy; , . ° . 
lexas, Washington, and Illinois handled 
the examination. 


irge attent 
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Sterling Offers Courses 


Sterling of Chicago is offering its 


‘hicago, hg mployes courses sponsored by Life 
te disabilif® Office Management Assn. and the A. & 
H. courses prescribed by. H. & A. 








Underwriters Conference. About 52 have 
enrolled in the former and 19 in the 
latter. More than 25 graduated last year. 


Bankers National Up 15%, 


With more than $170 million now in 
force, up 15%, Bankers National Life 
feports that mortgage redemption insur- 
ance threatens to nose out preferred 
Msk ordinary as its single biggest 
seller. Because of extensive building 
ast summer, the so-called home pro- 
Mder policies are now 15.1% of total 
Bise% while preferred risk ordinary 
y « /0. 
The former, it was pointed out, has 
n available through the company for 
only the past year. Retirement in- 
. Salsbery p°OMe is listed as a close third for popu- 









been nam 














larity. Bankers National is just bring- 
ing out a new family income policy, 
aimed to integrate with the social se- 
curity program. 

The company will celebrate its 23rd 
anniversary with a banquet Nov. 21 at 
the Upper Montclair Golf Club. 





New Mutual Trust Division 


Mutual Trust Life has added to its 
law department a division of business in- 
surance. Headed by Delmar Olson, as- 
sistant vice-president, it gives technical 
assistance to all business insurance cases 
presented for underwriting or mainte- 
nance. 

The company states that this is the 
first time that a complete service in busi- 
ness insurance has been offered any- 
where. 


Continental, D. C., Building Sold 


The Continental building in Washing- 
ton, D. C., which was bought along with 
Continental Life by Southland Life, has 
been resold to W. R. Kelley, head of a 
Washington real estate investment mort- 
gage company. The price was over $4 
million. Mr. Kelley is said to be one 


of the largest agents and stockholders of 
Continental. 


Occupies New Building 


The first five floors of the new In- 
terstate Life & Accident building are 
being occupied by home office personnel. 
To be completed by Dec. 15, it is esti- 
mated to cost $1,750,000. The executive 
offices will occupy the sixth floor. 





New Prudential Agency 


Prudential has opened a new Detroit 
agency under Robert S. Gay. It is in 
the Penobscot building. 

Following discharge from the air 
force, he joined Equitable Society in 
Detroit, later becoming unit manager. 





Baltimore Life has opened. an_ en- 
larged office in northeast Baltimore, at 
4717 Hartford road. It is managed by 
George Jenkins. 

The field force of Wilson Life recently 
honored President Hugh A. Wilson, Sr. 
on his 83rd birthday with 83 industrial 
applications. Field men also wrote 39 
hospitalization applications. 








Connecticut General Life’s 85-year 
history is summarized in a display in 
the show window of the Alfred M. Best 


Co., New York City. It is the second 
of a series of historical exhibits pre- 
pared by leading fire, casualty and life 
companies. 


Need Contact with Employes 


MADISON, WIS.—Personal contact 
with employes is needed when employ- 
ers are attempting to sell pension or re- 
tirement plans, Richard Falk, of the 
Falk Corp., Milwaukee, stressed as dis- 
cussion leader of an institute on pension 
and retirement plans held on the Univer- 
sity of Wisconsin campus. 

The Milwaukee industrialist suggested 
that employers make certain such per- 
sonal contact is achieved through their 
personnel departments. The workers 
should be called in for talks, either in- 
dividually or in small groups. 

Frequent reports to the workers as to 
the progress and provision of such plans 
are desirable, Mr. Falk said. Under joint 
contribution plans, he added, the em- 
ployer must be sure the employes under- 
stand what they are paying their money 
tor. 





New York Life has bought $550,000 
and Life of Virginia $200,000 of first 
mortgage bonds of Portsmouth Gas Co., 
Portsmouth, Va. 
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Today, survivors’ benefits under the Social Security laws help a lot. But they still aren't meant 
to provide more than a minimum standard of living for a widow and her Y 
pet serge sts prospects welcome Prudential’s Temporary Income policy. It's thrifty decreas- 
ing Term insurance designed to provide income for from 15 to 50 years... ideal for supple- 
menting Social Security benefits. 


Recommend the Temporary Income policy to your prospect. 


e as a family income plan with no basic policy required, 
e as a family income combination using an old or new policy of any company as a 


© as a cost-cutting mortgage cancellation plan. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


HOME OFFICE 
NEWARK, N. J. 


e 99 
| Security? 
There were no payroll deductions for Social Security back in 1875, when The Prudential 
opened its doors. It was to give the working man some degree of security that The Pruden- 
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LOS ANGELES, CALIF. 
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NEWS ABOUT 


LIFE POLICIES 





Recent Policy Changes 
of Six Companies Listed 


Commonwealth Life has increased its 
retention limits to $40,000. 

Guaranty Union now retains up to 
$20,000. 

Michigan Life has new non-medical 
limits: ages 0 to 15, $2,000; males 16 
to 45, $5,000; females ages 15 to 40, 
$3,000. 

National Fidelity now grants extended 
insurance on substandard risks if the 
mortality is 150% or less. 

North American Life & Casualty has 
reduced its rates for its monthly income 
disability provision. 

Pan-American has liberalized its acci- 
dental means death benefit provision and 
the provision for waiver of premiums 
for women is now the same as for men. 


The company has discontinued the par- 
ticipating preferred risk plan and in its 
place is offering a participating special 
ordinary life preferred risk which com- 
bines lower premiums with higher cash 
values. 


Extends Acc. Death Benefit 


Great-West Life has extended the ac- 
cidental death ‘benefit to include the 
estate builder policies issued at age 
five and up. Previously it was available 
with all juveniles except the estate 
builder. 

For the estate builder, the coverage 
under the accidental death benefit fol- 
lows the. amount of the basic policy, 
that is, $1,000 to the exchange date and 
then $5,000 if converted to endowment 
at 85 or a lesser amount if converted 
to one of the optional plans. The extra 





ACCIDENT AND HEAL 


operates nationally 


accident and health 


ence treated 


4, ill. 


Large life insurance company which 
sales manager to head its Home Office 


portunity for the right man. Age 35-45. 
Must have broad general accident and 
health sales experience with a life insur- 
ance company. In writing, please give 
educational background, experience, 
age and present salary. All correspond- 
in strictest confidence. 
Address C-17, The National Under- 
writer, 175 W. Jackson Blvd., Chicago 


TH SALES MANAGER 


has opening for a 


staff. Unusual op- 








premium for the benefit is $1.25 per 
$1,000 of accidental death benefit in ef- 
— both before and after the exchange 
date. 


Acacia Offers New Plans 


Acacia Mutual has brought out the 
“youngster,” an estate builder, which is 
a life paid-up at age 65 plan with the 
amount increasing at age 21 to $5,060 
for each $1,000 originally issued. Pre- 
miums are level to age 65. It is issued 
at ages 0 to 14. The minimum amount 
is $1,000, except at age 0, for which the 
death benefit is $250 the first policy year. 
The payor benefit, providing for waiver 
of premiums in event of death or dis- 
ability, may be added. 

Another new policy is the special in- 
come protector, which provides cash 
fund upon death, an income to the fam- 
ily during the dependency period and an 
income to the insured for life after age 
65. The basic unit provides $5,000 paid 
at death in a lump sum or under in- 
stallment option and income of $50 
monthly from the date of death to the 
anniversary of the policy nearest the 
insured’s age 65, had he lived. If the 
insured lives to age 65, the policy pro- 


vides $25 monthly for life, 10 years 
certain. 
Issues New Juvenile 

Fidelity Mutual has brought out a 


new series of juvenile policies written 
on children from one month to 14% 
years of age. It makes possible larger 
ultimate amounts than would be _ per- 
mitted by the New York law for ages 
14 and under. 

If the insured dies before the policy 
anniversary nearest his 15th birthday, 
the amount of insurance is the sum of 
the premiums paid accumulated at 
24%%. Death benefit thereafter is the 
face amount. These policies are issued 
on the life paid-up at 65, 20 payment 
life, endowment at 65 and 20 year en- 
dowment plans. 


Issue J uvenile Endowments 


Maryland Life is offering four juvenile 
endowment policies: endowment at 18, 
20 year endowment, endowment at 65 
and 20 payment endowment at 65. 


Offers Estate Builder 


Southwestern Life has brought out a 
child’s estate builder providing for $1,000 
insurance to age 25 and $5,000 there- 
atter. For age under six months the 
insurance for the first year is $400. 
Premiums are level for life. 

In addition to the regular death ben- 
efit the policy provides for return of 
premiums on an annual basis, exclusive 
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of premiums for supplementary con. 
tracts, if death occurs prior to the 
anniversary date nearest the insured’, 
age 25. 


___ MANAGERS 


Round Table on Financing 


San Antonio Life Managers Club held 
a round table discussion on _finangj 
agents. Participants included Presiden, 
Christopher Goldsbury, New Englang 
Mutual; D. B. Kimball, Life of Virginia: 
A. J. Ballard, Minnesota Mutual; W.¢ 
Abbey, Connecticut General; (C, 
Wood, Franklin Life, and Jesse Fletcher 
Great Southern. 4 

President Goldsbury appointed My 
Wood chairman of the nominating com. 
mittee. 




























Gilb 
Seattle Managers Panel “em 
Seattle Life Managers Assn. hearj fm veer W 
a panel conducted by Paul Green, Aetn fe and W 
Life, assisted by Tom A. Proctor, Jeffer. Mr. 
son Standard, and Charles F. Edwards in Lin 
New York Life, on “Has the Last Wor since 1 
Been Said on Agents’ Financing?” aig 
— ety. 
s built 
McKinney at Syracuse inore | 
Gordon D. McKinney, actuary ojf@ Duling 
N.A.L.U, addressed a meeting of Syra.fR be, wit 
cuse General Agents & Managers Ason,f@ being $ 
He also spoke at a noon meeting of Mr. 
Syracuse Life Underwriters Assn. at pee 
in 193) 





Walker Milwaukee Speaker 


Roe Walker, assistant director of 
agencies for Northwestern Mutual Life 
discussed “Some Problems of Induction 
and Recruiting” at the October dinner 
meeting of Life Managers & General 
Agents Assn. of Milwaukee. 





W. Lee Shield, counsel of American 
Life Convention, will address the lunch 
eon on Nov. 9 of the Chicago super. 
visors on the impact of the Washington 
scene on life insurance. 




















Jack 
Chicago managers will hear O. San tional 4 
Cummings, general agent, Kansas City|B sion su 
Life, Dallas, at a luncheon Nov. 1. a 12-m 
last 2% 
Detroit and Windsor Life Agency — ager at 
Cashiers Assn. saw the movie “Re|— “Sor at 
hearsal,” starring Ezio Pinza, through _ Mr. 
the courtesy of Michigan Bell Tele-|§ formerl: 
phone Co. co-gene 
het) ea ee ____|— at Oakl 
Is a Linee 
Expand Insurance Library | [“""“, 
Publication Staff, Scope » Hse 
The editorial staff of “Insurance Sante 
Book Reviews,” publication of the it- y 
surance division of the Special Libraries § | Mr. 
Assn., has been enlarged. The editor, § Nationa 
Angelica Blomshield, New York Life§J compan 
has announced that the publication hag} Ore. 
added to its coverage by indexing inf® Manage: 
surance law books, Canadian and Eng @ Oxnard 
lish publications and the proceeding: Mr. | 
of insurance associations. presider 
The enlarged editorial staff will comp Mr. Va 
prise Hazel K. Levins, Mutual Benefit) and cha 
Life; Terry Barnes, Liberty Mutualj} member 
Katherine E. Cook, Metropolitan Lite: Linco 
Elizabeth Ferguson, Institute of Liij® agencies 
Insurance; C. Helen Henry, Nation the nev 
Fire Protection Assn.; Iris McFarlane| Pointed. 


Sun Life of Canada; George G. Travel, 
National Board of Fire Underwriters 
and Emma Turner, Hardware Mutua 


Life E 
Emer 





Charles J. Berg, Jr., assistant mat Metro 
ager of management education of Mette building 
politan Life, and Raymond W. Cohf fice stri 
director of organization and methods#— week to 
Prudential, spoke at the annual meetim@ Large s 
of the Systems & Procedures Assn.“ promine 
America in New York. A good way™ gency ‘ 
impress employes with a new method'§ visions 
to have them first use an old one, the'® persons 
the new one, and compare the results/) in addit 
Mr. Berg suggested. Mr. Cobb df the Equ 


scribed the work of his department. 
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Lincoln National 
Fills Four Posts 


Lincoln National Life has appointed 
as general agents Gilbert Duling at 
Lincoln, Neb., Ivan F. Childs at Scotts- 
bluff, Neb., Jack Whiffen at Madison, 
Wis. and A. E. Mayer at Oxnard, Cal. 
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Gilbert Duling I. F. Childs 


George FE. Griscom and S. R. Vanda- 
veer were named supervisors at Newark 
and Wichita respectively. 

Mr. Duling started in life insurance 
in Lincoln more than 15 years ago and 
since 1944 has been district manager at 
North Platte, Neb., for Equitable Soci- 
ety. He established a new agency and 
built an organization that produced 
more than $114 million last year. Mr. 
Duling’s sons, G. G. and Van C., will 
be with him in the agency, the former 
being supervisor. j 

Mr. Childs started in life insurance 
at Lincoln with Bankers Life of Iowa 
in 1937 after several years in educa- 





Jack Whiffen A. E. Mayer 


tional work, In 1943 he became divi- 
sion supervisor at Scottsbluff, building 
a 12-man $2% million unit. For the 
last 214 years i was Bankers Life man- 
ager at Ft. Worth and agency super- 
visor at Billings, Mont. He is a C.L.U. 

Mr. Whiffen takes over the agency 
formerly headed by W. C. Ulrich, now 
co-general agents for Lincoln National 
at Oakland, Cal. Mr. Whiffen has been 
a Lincoln National agent for 16 years, 
having started while he was still a stu- 
dent at University of Wisconsin. He 
is president of the Madison C.L.U. 
chapter. 


Mayer Formerly at Portland 


Mr. Mayer has been with Lincoln 
National since 1944, having joined the 
company as general agent in Portland, 
Ore. Last November he gave up the 
managerial responsibilities to return to 
Oxnard, where he had previously lived. 

Mr. Griscom is a navy veteran and 
president of the Newark C.L.U. chapter. 
Mr. Vandaveer is an air force veteran 
and chairman of the Wichita L.U.T.C. 
membership committee. 

Lincoln National has not had general 
agencies in any of the four cities where 
the new general agents are being ap- 
pointed. 


Life Buildings Are 
Emergency Shelters 


Metropolitan and Equitable Society 
buildings were among the first four of- 
fice structures in New York City last 
week to be listed as official shelter areas. 
Large signs, with the letter “S” printed 
prominently, direct civilians in an emer- 
gency “To The Bomb Shelter.” Pro- 
visions have been made to hold 2,000 
persons in the Metropolitan buildings 
in addition to the tenants, and 300 in 
the Equitable. 
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AFTERNOON, EVENING dent of the sineaiitie was chairman. I. A. Seen is > Berkshire 
Pw geet sales talk simple, be Jol AR ; ; 
enthusiastic about your ‘business al- onn A. Kamsay, general agent at 
Double-Header ways, and use the Fe: Pee approach Newark of Connecticut Mutual, has 
on the husbands and fathers you are been named _ gen- 


eral agent at Hart- 
ford for Berkshire 
Life. He entered 
the business in 
1931 at Newark 
with Penn Mutual 
and in 1937 went 
with Connecticut 
Mutual there. Mr. 
Ramsay is, past 
president of the 
Northern New 
Jersey Life Un- 


derwriters Assn. 


Program Opens trying to sell,” Owen W. Eames, North- 


—— aattuel, Boston, said in his 

after-dinner talk. Tell them what’ in- 

N. Y. Fall Season surance will do for them, don’t tell 
them technical details about policies, 

NEW YORK—The New York City he suggested. 

Life Underwriters Assn. started off the “Talk about it in their terms, not 

fall season with a double-header ses- yours,” he recommended in developing 

sion featuring two talks on business his theme that persuasion is the agent's 

insurance in the afternoon, drawing business. 

almost 500 agents, followed by a dinner Mr. Eames recalled his early days 

attended by about 300. z as a Boston policeman and got a laugh 


Practically every general agent or when he said wistfully that he had a 
. “persuader” in those days in the form 





Manager in town had a table at the : / , 3 ‘ A 
aoa to insure its success. Harold W. ©! @.nightstick and that on occasion J. A. Ramsay and the general 
Baird, Northwestern iMuteal . associa. De felt he could put one to good use in sid agents and man- 
tion president introduced local men in Persuading some stubborn people to agers association, 





state and National association offices buy. First Year Men Meet 


at the dinner. = 
The legal aspects of corporation —_ : ON : , 
otmaniiea adie le by Carl P. United Specialties Co., automobile 
Lundy, regional manager of Pruden- Parts manuiacturer, has arranged with 
tial, at the educational meeting, He Mutual Life for a $1 million loan on a discuss with company officers and 
ras folowed by H K. G 5 15-year mortgage note. Proceeds of the ee 
was lolowed by arry - Gutmann, x : agency department specialists ways of 
Mutual Life, New York City, who told !0an will be used to retire the balance continuing and inspiring their “initial 
how corporations fitted into the mar- ©! an existing mortgage note held by cucess in the life field. President John S. 
ket as life insurance prospects. Harold Mutual Life, to finance additions tO Thompson and Charles Zimmerman, 
Sloane, general agent of Continental plant and to provide additional work- associate managing director L.I.A.M.A,, 
Assurance and educational vice-presi- ing capital. will speak. 





The 30 leading producers among first- 
year agents of Mutual Benefit Life will 
meet Nov. 2-3 at New York City to 





THANKS A MILLION 


To Our 


Many Friends — OLD — and — NEW 


You Swamped Us with VAL-U-VIEW Wallet Orders 
At the 


NALU CONVENTION IN WASHINGTON 





Left to Right: Murray W. Schneider Mrs. Karl J. Guhne Karl J. Guhne Miss Melville 
Plant Supt. Vv. P.-Sales Mgr. Presidant Exhibit Asst. 


NATIONAL GUHNE SERVICE, Inc. 


41 PARK ROW, NEW YORK 7, N. Y. 


Opening New York City Sales Office Nov. 15, 1950, to Direct 
and Facilitate Quicker and Better Service from Factory 





Price list of complete VAL-U-VIEW products upon request 
Phone WOrth 2-7742 
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Pittsburgh Directory 
Now Being Distributed 


The Pittsburgh insurance telephone 
directory is now being distributed. This 
72 page book lists, in alphabetical order, 
the names, addresses and_ telephone 
numbers of companies and personnel 
transacting insurance business in Pitts- 
burgh. Additional directories may be 


WANT ADS 


Rates $12 per inch per insertion—linch mini- 
mum, Limit—40 words per inch. Deadline Tues- 
day noon in Chicago office -- 175 W. Jackson 
Blvd. Individuals placing ads are requested to 
make payment in advance. 
THE NATIONAL UNDERWRITER 
Life Insurance Edition 








BRANCH MANAGER 
WANTED 


Old and substantial mid-west company 
wants capable life and disability pro- 
ducer to manage and build agency 
and brokerage business in new office to 
be opened in Chicago Loop. 


Salary and incentive bonuses. 


Give details of experience and success 
background to C-27, The National 
Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








ACTUARIAL STUDENT 


Medium size eastern combination company 
(Industrial and Ordinary) desires the serv- 
ices of an Actuarial Student under 35 
years of age, who has passed at least three 
examinations. Experience in an Industrial 
or combination company preferred. Op- 
portunity for advancement in actuarial and 
administrative work. Address C-30, The 
National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 








AVAILABLE 


AGENCY DEPT. ASSISTANT 


Experienced man, 28, A.B. and law degrees, several 
years field as consultant, agent, supervisor. 
interested in position as training supervisor or 
assistant to Director of Agencies. Experienced in 
programming, business insurance, group, pensions and 
A. & H. Address C-32, The National Underwriter. 
175 W. Jackson Bivd., Chicago 4, illinois. 














HieNATIONAL UNDERWRITER 


obtained from the National Underwriter 
Co. at $1 per copy. 


Schmidt to Take His Two 
Sons into Partnership 


H. Arthur Schmidt, general agent of 
New England Mutual in New York City 
since 1926, will on 
Jan. 2 take into 
partnership his 
sons, Arthur W. 
Schmidt and Roger 
W. Schmidt. The 
agency will be 
known as H. Ar- 
thur Schmidt & 
Sons. 

Arthur Schmidt 
has been manager 
of one of New 
England’s two 
Philadelphia agen- 
cies since last Sep- 
tember. After sev- 
eral years in the field, he became a field 
supervisor in the home office agency de- 
partment before going to Philadelphia. 
He is a C.L.U., a navy veteran, and a 
graduate of the L.I.A.M.A. management 
school. 

Roger Schmidt joined his _ father’s 
agency after navy service and has since 
become a supervisor both in brokerage 
and agency development. He isa C.L.U. 

Mr. Schmidt, senior, entered life in- 





H. Arthur Schmidt 





A. W. Schmidt 


Roger W. Schmidt 


surance as an agent for New England in 
1915 when he was 20. During his 11 
years in the field he had the distinction 
of becoming the company’s leading pro- 
ducer and qualified frequently for the 
Million Dollar Round Table. In 1926 he 
became a partner with E. W. Allen, and 
in 1943 sole general agent. The agency 
won the president’s trophy in 1945 for 
doing the best over-all job in the 
previous calendar year. Mr. Schmidt is a 
past president of the ‘New York City 
Life Managers Assn. and of New Eng- 
land Mutual’s general agents association. 








cies you will enjoy selling. 


EXCELLENT OPPORTUNITY 


A Company with the personal touch—a ratebook full of poli- 


Let us tell you more about our plans for greater expansion. 


GENERAL AGENCY TERRITORY AVAILABLE 
IN PENNSYLVANIA AND MARYLAND. 


For information write to 
ROBERT MERRIMAN, President 


SCRANTON LIFE INSURANCE COMPANY 
SCRANTON, PA. 
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Soyars to Provident 
L. & A.’s Group Staff 

Provident Life & Accident has ap- 
pointed Frank Soyars, Jr., as a mem- 
ber of the home office group staff. He 
has been with Life of Virginia as man- 
ager of the group division. He joined 
Life of Virginia in the actuarial depart- 
ment following graduation from Uni- 
versity of Richmond in 1932, and_ be- 
came manager of the group division in 
1943, 





Pilot Writing Hospital 
Cover; Hunter in Charge 


Pilot Life has entered the hospitaliza- 
tion field, both individual and family. 

Floyd M. Hunter, formerly with Caro- 
lina Casualty, is manager of the depart- 
ment. 


Inaugurate Pension Study 


The Twentieth Century Fund, a non- 
profit foundation for research on eco- 
nomic problems endowed by the late Ed- 
ward Filene, Boston merchant, is under- 
taking a comprehensive study of old-age 
pensions. The scope will include private 
pension plans, business and industrial 
pensions, social security and veterans’ 
pensions. Research directors of the sur- 
vey will be John J. Corson, assistant 
business manager of the Washington 
Post, and Professor John W. McConnell 
of Cornell University. 


Thought He Was Just Tired 


A requirement in an A. & H. policy 
that the insured notify the insurer of 
any disability within 91 days after its 
onset was satisfied even though notifica- 
tion was several months later than the 
inception of the disease, provided the 
insured didn’t know what was the mat- 
ter with him, the Oklahoma supreme 
court has ruled in Brown vs. American 
Ins. Co. of Texas. The insured thought 
he merely needed rest. When a _ physi- 
cian after examination told him he was 
suffering from a functional nervous dis- 
order he notified the insurer well within 
the 91-day period. 


U. S. Life Names Two 


United States Life has opened a 
group office in Newark with William P. 
Kastler in charge. Mr. Kastler has been 
in the home office group department for 
three years after army service. 

David D. Stark has been appointed 
to the group staff in New York City. 

After military service, Mr. Stark was 





w. Stark 


P. Kastler D. 


D. 


with Reliance Life at Jacksonville as 
supervisor. He transferred to Con- 
tinental Assurance at New York for 
three years as a group supervisor and 
for the past year has been with Wash- 
ington National at Miami as associate 
general agent. 


Study Real Estate Financing 


A study of urban real estate financing, 
conducted by the National Bureau of 
Economic Research, was financed by 
the Life Insurance Investment Research 
Committee, the Assn. of Reserve City 
Bankers and the Rockefeller foundation. 

The study shows that real estate ac- 
tivity and financing have become more 
subject to governmental regulation than 
any other part of the economy not of 
a public or public utility nature, es- 
pecially through control of credit. 
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Retires After 36 Years 
with Bankers of Neb. 
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B. E. Newell (second from right), ge, 
eral agent for Bankers Life of Nebras, 
at Portland, Ore., was recently present; 
a diamond ring in honor of his 36 yea, 
with the company. He has retired as ge, 
eral agent but continues with the ageng 
as a personal producer. The others ay 
from left to right D. G. Holston, gener) 
agent at Fresno; F. L. Showacy, who wil 
replace Mr. Newell, and M. V. Lonerga, 
west coast manager, who made the pry 
entation. Mr. Showacy has directed th 
Portland agency for the past year, 


Hospital Records Admissab} 


Since the insured had __ specificalh 
authorized in his application the di 
closure of hospital or physician’ 
records, this evidence could not be ¢. 
cluded as privileged, the St. Louis coun 
of appeals has ruled in affirming a trig 
verdict for the defendant in Russell 
Missouri Ins. Co. The insurer contendej 
that the insured had misrepresented th 
condition of his health in applying for 
reinstatement of a $500 industrial pol. 
icy. 


Nunnelly to Reager Agency 


William A. Nunnelly, after more thap 
15 years with the Reisert agency 6 
Louisville, which is owned by his father. 
in-law, William A. Reisert, has becom 
vice-president of the Allen M. Reage; 
Co. agency there and will manage the 
agency office and personnel. 





National Dairy Ups Pensions 


An extended pension program cover: 
ing employes with 15 or more years oi 
service and increasing the benefits oi 
those previously covered has been voted 
by the National Dairy Products Corp 
John Hancock has been the company’ 
principal insurer. 





New York State Electric & Gas Con. 
has sold $4 million of preferred stock 
to Equitable Society, Mutual Life, New 
York Life and Travelers. The utility 
had previously arranged for the sale is 
future installments of $1214 million o 
2.8% first mortgage bonds to Equitabk 
Society, New York Life and Penn Mu 
tual Life. 

The national population may _ reach 
200 million in 50 years, Louis I. Dublin, 
2nd vice-president and _ statistician oi 
Metropolitan Life, predicted at the ar- 
nual forum of the New York Herald 
Tribune. The nation’s resources coul 
support that number with comfort, his 
analysis of the 1950 census figures it- 
dicated. 

Twenty-five agents from 16 agencies 
of Bankers Life of Iowa attended : 
home office sales training school, tht 
first of a series of three. The schod 
was under the direction of T. H 
Tomlinson, manager of sales promotion, 
and R, A. Frowick, educational super 
visor, 

Newark C.L.U. chapter is planning 
five meetings for the coming year at- 
cording to George E. Griscom, Lincolt 
National, president. At the Dec. / 
luncheon Harry Krueger, general agett 
of Northwestern Mutual in New York 
City, will discuss the technique of pre 
gramming life insurance. 

The Korean war has turned out to bt 
more hazardous for newsmen thai 
World War II was. Premiums on tht 
lives of correspondents reporting tht 
Korean conflict are double those charge 
in World War II. 
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ales Ideas and Suggestions 


Life insurance, because it creates a 
guaranteed market for a client’s business 
interest, helps solve the greatest single 
problem in estate planning by giving 
jull effect to the business interest so 
that it can be properly integrated with 
his other property, George B. Gordon, 
director of advance training of Mutual 
Benefit Life, told members of the Solo- 
mon Huber agency at New York City. 

“Such a market is often the only 
means to conserve the value of the in- 
tangibles; to purchase job and profit 
continuance for the surviving owners; 
assure re-entry into the business _to 
specified heirs of a deceased; establish 
the tax-free receipt of sums equivalent 
to increases in the value of the business 
resulting from long term activity; and 
limit the estate tax valuations attached 
to the business interests to the values 
that will actually be realized by the 
heirs,” Mr. Gordon said. 

Some business interests consist of 
salaries or professional fees, he said. 
FBefore that interest can be given full 
effect it must be given some substance 
independent of the life and effort of the 
producer. That can often be done most 
effectively by personal life insurance. 
When the income producer is an em- 
ploye it can be done, partially at least, 
by using pensions or profit sharing 
plans, deferred compensation arrange- 
ments or advantageous stock purchase 
plans. 


Four Basic Needs 


The greatest problems are met by the 
man who is the owner of a business. 
He faces four basic needs that grow 
out of the ownership each of which of- 
fers a real hazard to his estate. 

The first need is for liquidity in the 
estate itself because its major value is 
concentrated in one asset—the business 
interest. The asset produces high earn- 
ings but the survivors would not be able 
to duplicate its capital value or its re- 
turn, 

The second need is the provision of 
indemnity against the loss of capital 
values that result from liquidation. The 
wage element cannot be helped but there 
is an additional partial capital loss that 
takes place because liquidations rarely 
if ever produce a sum equal to the tax- 
able value of the business interest. 
Additional indemnity is needed for the 
difference between the value of the busi- 
ness interest and its salvage value. 


Surviving Owners 


The third need is that of the surviving 
owners of the business who need in- 
demnity against loss of a co-owner’s 
skill which they contribute in addition 
to capital. The person with the skill 
should be insured against either perma- 
nent loss of a portion of the going value 
of the business or the lesser loss caused 
by interruption in earnings through the 
difficulty of finding and absorbing a re- 
placement. 

Fourthly, the assets of a business own- 
ers estate must be balanced among 
equity and fixed-dollar investments to 
provide a consistent income in periods 
of inflation and deflation. To convert that 
business interest into fixed-dollar assets 
an advance arrangement to provide the 
guaranteed market must be made so 
that it can be sold on favorable terms 
and delivery dates. Most people realize 
that partnerships terminate upon the 
death of a general partner but often 
people feel that the corporation is differ- 
ent. For the duration of its charter, it 
is, but the corporation is only the shell 
and the success of the business depends 
on the men in it. 

Take the case of business men who 
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pay $100 for a share of stock and then 
build its value to $1,000. The stock will 
be valued in their estates at $1,000 and 
can be sold at that figure without incur- 
ring any income tax upon the increase 
in value. But if the surviving stock- 
holders sell they will realize $900 per 
share long term capital gain and will 
have to pay a minimum tax of $225. 

“Advance planning can make it pos- 
sible for the survivors, too, to realize, 
tax free, an amount equivalent to that 
by which the net worth of their business 
has increased. 

“For example: $100,000 invested in a 
small corporation grows to $500,000 
still in the corporation. A 25% stock- 
holder dies and his heirs get $125,000 
for his stock. No gain is taxed because 
the stock was sold at a price equal to 
the new basis acquired at death. The 
other three 25% stockholders, having 
insured their associate for an adequate 
amount, each receive $100,000 free of 
tax in the form of proceeds of life in- 
surance. Of course if one of the sur- 
vivors subsequently sells his stock he 
will be taxed upon the gain actually 
realized at that time; but whatever he 
gets after income taxes will be that 
much clear profit because he already re- 
covered the increase in value. If he 
holds his stock until death and then sells 
he will have gotten the benefit of the 
increase in value of his business interest 
twice, once on his associate’s death and 
then again upon his own.” 


Producer's Personal 
Scrap Book Sells 
the Salesman 


A personal scrap bood recording his 
achievements can be of real value to a 
producer in his sales approach. Most 
customers want to be assured they are 
being served by experienced insurance 
counsel with a background of consid- 
erable valuable service to policyholders 
and a record of accomplishment within 
the insurance business. So it behooves 
the agent with a record which will look 
impressive in such a scrap book to 
choke down his modesty long enough 
to get together such a book. 

One man who accounts a scrap book 
valuable is Raymond W. Frank, general 
agent at Chicago for State Mutual Life 
and a life and qualifying member of the 
Million Dollar Round Table. Mr. 
Frank’s latest inspiration along this line 
is prompted by the occurrence of his 
25th anniversary as a life insurance man. 
The scrap book he has prepared is ap- 
proximately silver in color and contains 
as a frontispiece a photograph of Mr. 
Frank taken during one of the many 
speeches he has made to insurance or- 
ganizations in recent years. This is fol- 
lowed by a resume of his personal his- 
tory, including his life insurance con- 
nections, the association offices he has 
held and his sales record. Then come 
pages of clippings from daily news- 
papers and from insurance journals re- 
cording some of the accomplishments of 
Mr. Frank and of his agency and out- 
lining some of the ideas which he has 
presented to audiences in the past. 

There follow several pages which Mr. 
Frank has designated “honor roll.” 
Here he has pasted a number of the 
cards which he has received from his 
company honoring him for an outstand- 
ing sales record during a_ particular 
month. In the case of Mr. Frank such 
a display is particularly impressive be- 
cause he has been the No. 1 salesman 
in his company on a number of dif- 





his standing in his company’s 
dent’s club for various years. 

Next in his personal scrap book, Mr. 
Frank lists a representative group of 
personal policyholders with their titles. 
This makes good reading to either pros- 
pect, present policyholder or to a pros- 
pective agent because many of the 
policyholders are men of recognizable 
prominence in industry or public life. 
On another page Mr. Frank lists the 
death claims which have been filed on 
his personal business. 

It happens that this year in addition 
to being his silver anniversary, it is the 
100th anniversary of the State Mutual 
agency in Chicago, so that Mr. Frank 
includes in his scrap book a resume 
of the history of State Mutual Life in 
Chicago, listing those men who have 
preceded him as general agents and 
other interesting data about the early 
days of the company. At the rear of the 
book under a heading entitled “One 
Hundred Policies by Dec. 1, 1950,” Mr. 
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bought policies from him 
25th anniversary year. He 
policyholder sign this roster. 

He has found his clients particularly 
receptive to this book—even though it 
is not yet complete—and discovered that 
they read the information contained 
with considerable interest. 


N. J. Agents Honor 
Prudential’s 75th 


More than 250 attended a_ special 
luncheon meeting of the Northern New 
Jersey Life Underwriters Assn. in New- 
ark honoring the 75th anniversary of 
Prudential. 

Carrol M. Shanks, president of Pru- 
dential, spoke on the role played by 
agents in the growth of the company 
and outlined their mission today in help- 
ing to fight inflation by promoting the 
idea of savings. 
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. Pleasaal"Ad' Men’s Objective to Help Agents Sell 
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sociated them tions or even so-called hot issues, 
; ut it was apparent that many, if not 
: who had 





rast majority, of those 
he attendance left with the feeling 
hat more could be done on the part of 
ome office staffs to integrate their 
york with that of the field forces and 
hereby back them up. 
4s one member brought out during 
, round table discussion it is the agent 
tho does the selling in the final analysis 
pnd advertising and promotional depart- 
ents exist only to make the agent’s 

sier. 
Pi cae revealed that more and more 
ompanies are inaugurating advisory 
committees of selected managers and/or 
he agents themselves both to aid in 
he creation and the final approval of 
ertain material of a promotional na- 
ure. In this way, it is found, the ma- 
erial takes on a more pertinent and 
jmely characteristic. 
rend in National Advertising 


A check with individual members, 
on the other hand, showed that com- 
nanies advertising on the national scale 
n magazines or newspapers are doing 
so with less emphasis on area con- 
jderations or subjects as developed by 
he agents. The trend here still seems 
o be to build up the company’s name 
n the broad sense, depending on di- 
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otal ' ect mail and the personal calls of the 
t which tingmegents to pin-point sales Campaigns. ” 
the genengm Nor does there seem any universa 
ral ma endency yet to predicate campaigns on 

™ surveys. The members re- 





business h _ re 
horted that for practical reasons it 1s 
jore expedient to direct mass promo- 
ion and advertising towards normal 
elling fields, without emphasis on those 
reas which are currently low in sales. 
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of the nell 4 challenging speech by Walter Weir, 
ed from ti resident of Walter Weir Associates, 
I is hard eatured the meeting’s first session. Mr. 










zation. 7% Veir told the advertisers bluntly that 

aon rath ot only did he think they were not 

19th flog foing the job they should but went on 

Tt may Wi question whether advertising could 

his staff ell insurance. He said that life agents 
till must work on the premise that 
hey are about as welcome in the aver- 

1t of Towfge home or office as a magazine sales- 

yeen electfman or the canvasser of funds for 

ife of Damome local drive. 

used by tilijse Wrong Approach 

es. 
































Instead of bolstering their agents, the 
peaker continued, companies are in- 
esting them with false cloaks which 


vity 


fo not help materially to break 
x to the ifMfown sales resistance. For example, he 
hat cholsffharged, one type of insurance adver- 
in the boifising would have the readers believe 
of the z@fhat agents have made widowhood 
ical directifomething the average woman can look 
the Brooforward to with anticipation. Such ads, 

e said, feature letters from breaved 
in a lagg@omen alleging it was a pleasure to lose 
‘ily concerfheir husbands and reap the benefits of 
dairy projpolicies. He characterized this ap- 
cheese aigroach as maudlin and over-sentimen- 
: even golmlized and asserted, moreover, it prob- 
that adulibly does not convince anybody. | They 
should mek, he asserted, the ring of reality. 
search Ml] Mr. Weir, declaring there are few 
Will’ efit@eople to whom success and social pres- 
ity at Bee are not of paramount interest, con- 


where nt 
; have a 


rnded that life advertising has over- 
boked this appeal. By recognizing and 
ing it, he continued, advertising could 


| mortalife made more effective and would ac- 
the defttifomplish its prime purpose: opening 
tever nalMfhore doors for agents. 

t for Cot The agent, he stated, is the only 
vn, had@pc’ts through which the policy can be 
wi as HAp'd, hence advertising’s sole excuse for 


istence is to enlarge the agent’s field 
d prepare the way for him. He said, 
brief, that life advertising should 
ore positively be aimed at creating a 
sire in people to buy the product. 

C. Russell Noyes, advertising man- 
ber Phoenix Mutual, declaring there is 
ed for more liaison between adver- 
Sing departments and the agents, re- 
brted on the results of a questionnaire 
nt to agents of various companies of 
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different sizes. Although he said no 
quick conclusions could be drawn, he 
made these general observations: 

A high percentage of the agents indi- 
cated that advertising and sales promo- 
tion material play an important part in 
their sales operation. An even larger 
percentage feel that this material is 
helpful indirectly. The agent in the 
smal] company finds advertising and 
sales promotion more helpful than the 
agent in a large or medium size com- 
pany. 

Direct mail, prestige building mate- 
rial, and local newspaper advertising are 
the three types of advertising that 
agents feel are most effective for them. 
They also have a yen for radio pro- 
grams. They seem to feel a need for 
more prestige building material. 

The big majority of agents feel that 
their companies do not produce enough 
advertising. 

The agents, however, fee] that the 
companies are doing a good job of pro- 
moting the material they produce. 

The guiding principle of any adver- 
tising program should be what does a 
company want to accomplish and how 
can that objective be reached most ef- 
fectively and most economically, Mr. 
Noyes stated. 


Tell Agents All 


He said that the advertising man has 
a responsibility to be certain that agents 
understand the objectives of the com- 
pany’s advertising program. When prop- 
erly informed, on a continuous and em- 
phatic basis, the field men will be found 
to be truly staunch supporters, and they 
will realize that advertising is a field for 
the experts, he continued. He cau- 
tioned that the survey results are not 
cause for jubilation or self-bestowed 
bouquets. Rather, it presents a terrific 
challenge to all advertising men to ex- 
tend and intensify the effectiveness of 
their advertising. 

Margaret Divver, advertising mana- 
ger John Hancock, discussed the inspi- 
rational side of advertising writing. 
There are still people, she said, who 
take to their hearts a piece of writing 
which uses words colorfully and carries 
out an impression. The pursuit of the 
perfect advertisement, she declared, can 
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be as thrilling as the pursuit of the per- 
fect third act. Implicit in their product, 
she said, and the impulse which leads 
people to buy it, is a story as romantic, 
as real and as close to the lives and 
experiences of every family as any nov- 
elist could dream up. 

Life insurance itself, she added, should 
take much of the credit for the fact that 
its advertising stands out in quality and 
effectiveness. It lacks, she asserted, 
nothing in forthrightness. 


Membership Now 412 


In his annual report at the business 
meeting, Mr. Richmond reported that 
the association has grown to a total 
membership of 412, representing 206 
companies. This is an increase of 86 
new members from 30 companies. 

On a motion by Nelson White, Provi- 
dent Mutual, seconded by Charles Flem- 
ing, Life of Virginia, two of the associa- 
tion founders, Bert Mills and Kenil- 
worth Mathus, were voted honorary life 
membership. 

Mr. Mills was formerly advertising 
manager of Bankers Life of Iowa and 
Mr. Mathus was formerly advertising 
manager of Connecticut Mutual Life 
and Reliance Life. 

Roscoe Ellard, professor at Columbia 
University graduate school of journal- 
ism, discussed copy-writing. Paramount, 
he declared, is to get facts and more 
facts, followed by the necessity to de- 
velop concise writing as a habit of 
mind. Everything must be labeled ex- 
actly as it is, and generalities have no 
place in reporting. 

Readers, he emphasized, are indi- 
viduals, not just people in a crowd, 
and not interested in meaningless ab- 
stractions, They want imagery and 
color. Once clear, factual writing is 
mastered, Prof. Ellard concluded, ad- 
vertisers and sales promotion man- 
agers must use all mediums to get 
their story across the newspapers, 
magazines, radio and television. 

A panel discussion on direct mail and 
other sales promotion means was led by 
Irene F. Morgan, National Life of Ver- 
mont. Among other points, it was 
brought out that: 

Those in charge of direct mail must 
keep in close touch with the agencies 
in order to be intimately informed of 
current needs. 

Direct mail and sales promotion de- 
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partments of businesses other than ad- 


vertising should be studied for new 
techniques. 
It is the function of these depart- 


ments, not so much to sell the customer, 
but to build up the agent and to aid 
him in formulating a good follow-up 
program. 

Percentage of replies to direct mail 
run from a low of 5 to a high of 35. 
Fourteen sales out of 100 replies was 
considered good. 

There is a general need for improve- 


ment in the quality of letters. This 
should be done on a company-wide 
basis. 


Folders and pamphlets should be few 
in number but inclusive as to content, 
else the agents will be swamped with 
over specialized literature. 

There seems a tendency for a break- 
down in the machinery between the 
home office and the field, but there are 
good signs too in that companies are 
starting agents advisory committees 
which will pass on all promotional ma- 
terial. It is more generally agreed now 
that anything in the way of sales 
opinion emanating from an agency is 
10 times as important as that dreamed 
up in the home office. 

Assisting on this panel were E. S 


Wescott, Bankers Life of Nebraska. 
Horace H. Nahm, president Hooven 
Letters. 


Jack R. Morris, Business Men’s As- 
surance, was chairman of a panel on 
publications. With him were Paul 
Troth, Jr. Home Life of New York, 
and Ernest Schmatolla, Publishers 
Printing Co. 

It was reported that certificates of 
merit were awarded to 106 exhibits. 
ranging from field magazines to annual 
reports. Recommendation was made 
that a typographer be invited to the 
next annual meeting to suggest im- 
provements to publications, particularly 
house organs. 

A. L. E. Crouter, New York Life, 
chairman of the exhibits committee, re- 
ported that 73 companies submitted 357 
individual panels of advertising and 
promotional material for the exhibit 
section. This was the largest display in 
the history of the organization. 

Among others who spoke during the 
meeting were David W. Tibbott, New 
England Mutual, and R. A. McEachern, 
editor of the Financial Post, Toronto. 

A president’s reception and a buffet 
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supper in addition to the welcoming 
luncheon, constituted the group social 
festivities of the convention, 
Advertising, public relations and adver- 
tising agency men staged a lively ses- 
sion on public relations and national ad- 
vertising. August S. Hansch, Mutual 
Benefit Life, presided, flanked by S. N. 
Colquhoun, Continental Life of Canada 
and Fred Rudge, president Fred Rudge, 
Inc., and L. E. Purvis, general service 
executive Gallup & Robinson, Prince- 
ton, N. J. There was wide audience par- 


ticipation. 
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Among the comments made were that 
annual statement advertising has been 
noticeably humanized; that life insur- 
ance advertisements ‘don’t “talk” the 
language of those in industry, that life 
company advertisements are too similar 
in general appearance, and that national 
advertising generally should make 
greater use of the direct approach rather 
than the irrelevant stopper to attract 
attention. 

Mr. Purvis exhibited and commented 
upon the copy of many national adver- 
tisers, telling how each advertisement 
drew, and why it appealed or failed to 
interest. The results of cross-section of 
large scale advertisers in various fields 
made it clear and indisputable that ad- 
vertisements with the human interest 
element have a sure, universal appeal. 

The role of life advertisers in win- 
ning the public’s confidence was stressed 
by Holgar J. Johnson, president Insti- 
tute of Life Insurance. He asserted 
that public confidence can be won by 
two approaches, that to the emotions 
and the other to reason. 

The most effective public relations 
approach uses both, he added. The emo- 
tional approach involves doing what the 
public likes and acting as big as the 
public expects. The intellectual ap- 
proach relies on the extent to which 
management shares with the public the 
basic facts and underlying philosophies 
which guide its action. They must, of 


course, be backed up by sound per- 
formance. 
All Must Participate 

Mr. Johnson emphasized that any 


effective public relations effort of the 
business required participation of all 
elements—the field forces as well as the 
companies—and must permeate to the 
local level. Advertising he described as 
the really important segment of the 
job—the application to the grass roots 
of sound public relations practices and 


policies. 

Dr. Millard C. Faught, New York 
management consultant, declared that 
while free enterprise as an economic 


system provides a way of life demon- 
strably superior to any other in history, 
it is also the most complex and dynamic 
system under which men ever lived and 
worked together. 

A disconcertingly strong case can be 
made, declared the speaker, for the 
argument that free enterprise has suf- 
fered more damage in the past 25 years 
at the hands of those who profess to 
believe in it, but who don’t seem to 
know how it works, than from direct at- 
tacks by its enemies. 





California Minimum Benefit 
Rules Finally Promulgated 


(CONTINUED FROM PAGE 3) 


benefits, with elimination limited to 12 
days when the amount is less than $10, 
or 30 days in all other cases, and the 
minimum amount per day is $3, except 
that it may be $2 for the first 12 days 
and $4 thereafter. The minimum for 
miscellaneous hospital benefits is $30, or 
if they are included with daily benefits, 
the aggregate shall be $105. 

Where hospital benefits are expressed 
as increases of loss of time benefits, 
minimum must be $5 per week or a total 
of $25. It is provided, however, that 
this section does not apply to a benefit 
expressed as increase in the loss of time 
benefit during hospital confinement, 
which is in the part of the policy con- 
taining the statement of the loss of time 
benefit and not separately stated or des- 
ignated as a hospital benefit. This 
would serve to exclude most of the poli- 
cies in which the benefits are stated in 
that way. 


Limits Under Blanket Forms 


Blanket medical, hospital, nurse and 
surgical benefits must aggregate $250 or 
$1,000 for polio or other specifically 
listed diseases. Deductibles are limited 
to $300, 50% of the expense incurred, or 
50% of the expense incurred above some 
amount not greater than $300, the latter 
provision taking care of catastrophe cov- 





erages, such as that offered under the 
Liberty Mutual plan. 

The surgical schedule minimum is $5 
to $100 and for medical service $3 for 
home call and $2 for office or hospital 
call, with an aggregate of 30 days or $75. 
or $75. 


Visitor at LIAMA 
Tells of Japanese 


Insurance Setup 


HARTFORD—A visitor from Japan 
at L.I.A.M.A. headquarters has provided 
a description of the way government life 
insurance works in his country. Kiyot- 
sugu Nakamura, vice-director of the 
post-office life insurance bureau of Ja- 
pan’s ministry of postal service, is in the 
United States with a recommendation 
from the occupation government. His 
organization has already applied to Gen- 
eral Douglas MacArthur for permission 
to join L.I.A.M.A. 

Mr. Nakamura told staff members of 
the association of his 10 years’ service 
with the post-office life insurance bureau, 
which continued operations through the 
war years. The bureau has at present 
63 million policyholders and more than 
a billion dollars of insurance in force; 
this is more insurance on more lives 
than have all the 21 private Japanese 
life insurance companies combined. 


Mostly Endowments and Annuities 





Most of the insurance written by the 
post-office bureau is endowment and an- 
nuity forms; only 5% of its business is 
ordinary life. Mr. Nakamura explained 
that due to the inflated value of currency 
and its uncertain future value, the most 
popular form of coverage since 1945 has 
been the 15-year endowment policy. The 
post-office wants to expand its life cov- 
erages and Mr. Nakamura is inteersted 
all types of policies written in the U. S. 

Japanese government insurance is sold 
on a basis similar to the U. S. weekly 
premium policies. The post-office has two 
groups of agents in the field; one group 
sells insurance, the other is made up of 
agents who call at policyholders’ homes 
to collect premiums. 

Wide use of advertising is made; em- 
phasis at present is on increasing sales 
by more advertising rather than by em- 
ploying more agents. Display posters 
featuring purchase of life insurance are 
prominently placed in public buildings; 
there are advertisements in the press; 
and even daily radio commercials are 
utilized. 

A graduate of the Imperial University 
in Tokyo, Mr. Nakamura is one of the 
best informed life insurance men in Ja- 
He is also vice-president of his 


pan. 
country’s actuarial society. His visit 
here has three main purposes: to study 


American methods for developing a 
training program for agents; to compare 
formulas for premium calculation; and 
to investigate mechanized record- keep- 
ing systems. In Hartford, he also con- 
ferred with home office staff members of 
the Aetna Life and Travelers. Before 
returning to Japan next month, he will 
spend some time with companies in New 
York City and at Life Office Manage- 
ment Assn. headquarters. 








Foster S. Boothby and John L. Dyer, 
whose appointments as training assistants 
for Mutual Life were reported in last 
week’s issue, joined the company in 1946 
and were assistant managers prior to their 
present appointments. 
































Vice-president L. N. Webb (right), 
recently completed 40 years with P 
Life & Accident, is presented a silver y, 
on behalf of the company by Pred 
Robert J. Maclellan at a luncheon att 
by company officers and members of 
Provident Quarter Century Club. Mr, 
lellan attributed a large share of the ep 
for the Provident’s excellent poli 
relations to Mr. Webb’s direction of 
claim department. 

W. C. Cartinhour, vice-president and 
retary, who has been associated with 
Webb through the entire 40 years, 
sented the 40-year service pin. Other 
ers were Vice-president R. L. el 
and John A. Chambliss, general counsel, 












Convention Dates 








Nov. 1-3, Institute of Home Office f 
derwriters, annual, Fontenelle hg 
Omaha. 

Nov. 9-11, Society of Actuaries, anny 





Greenbrier ‘hotel, White Sulphur Spring 
Va 


Nov. 13- 17, L.I.A.M.A., annual, Rég 
water Beach hotel, Chicago. 

Dec. 5-6, Assn. of Life Insurance Coy 
sel, annual, Roosevelt hotel, New Ya 
City. 

Dec. 6-7, Life 
America, annual, 
York City. 

Dec. 8, Institute of Life Insurance, # 
nual, Roosevelt hotel, New York City 

Dec. 10-15, National Assn. of Ins 
ance Commissioners, winter meteti 
Biltmore hotel, Los Angeles. 

Feb. 6-7, Health & Accident Uni 
writers Conference, annual group me 


Insurance Assn. 
Roosevelt hotel, 


ing, Drake hotel, Chicago. 

March 19-21, L.I.A.M.A. small 
panies spring conference, Edgewi 
Beach hotel, Chicago. 

March 29-30, Society of Actuar 
eastern spring meeting, Hotel Comm 


dore, New York City. 


April 3-7, National Assn. of Life lt 
derwriters, midyear, Hotel Radiss 
Minneapolis. 








Mutual Benefit Promotes 
McMillen to Richmond 


Meade J. McMillen has_ been é 
pointed general agent at Richmond 
Mutual Benefit Life. Mr. McMil 


entered the business with Mutual Be 
fit at Harrisburg in 1944 after have 
been. supervising principal of sch 
in Dauphin county. In 1947 he 
named district manager at Wil? 
Barre. 

He received the C.L.U. designat 
this year. pets 

Guardian Life has set up an insu 
pension plan for the warehouse 4 
maintenance employes of the Peppé 
Seed Co. who are members of local & 
Warehouse, Mail Order and Dist 
tion Workers Union. Employes 
be between 25 and 60 and have atk 
five years service with the compaiy 
be eligible. 


Oklahoma Natural Gas Co. has ® 
rowed $25 million on 3% first m4 
gage bonds from seven life compa 
They are New York Life, John 
cock, Aetna Life, Massachusetts 
tual, Provident Mutual, Fidelity 
tual, and Berkshire. 
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COMPLETE PERSONAL INSURANCE COVERAGE 


INSURANCE COMPANY 


THEO. P. BEASLEY, President 
HOME OFFICE DALLAS, TEXAS 


Life insurance in force exceeds $305,000,000.00 


Our Privileges 
Let's Keep Them 


Since the signing of the Constitution the United 
States has led the world in ventures of freedom; 
has evaded wars of selfish aggression, wars of 
imperialism, wars of oppression and greed. 


No other nation of the world has the record of 
the United States as a benefactor of the oppressed; 
or her record for organizing and providing relief 
for stricken people of any nation. 


No other nation has given her people an equal 
opportunity to build for themselves—the privilege 
of climbing to the top of any profession or occu- 
pation via their own ability. 


Life insurance companies were built with the same 
high ideals—built to preserve, protect and carry 
out the dreams of the people. Let us keep the 
privileges of our country intact and carry on the 
ideals of the Life Underwriter. If you are inter- 
ested in the profession, you will find it pays to 
be friendly with 











PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 
Frankfort — 
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No MAN'S chain of personal 
insurance protection is complete 
without a well-forged link providing 
adequate disability benefits. 


Yet this is the link most often miss- 
ing in many otherwise well planned 
programs. Hence Occidental’s com- 
plete portfolio of disability plans, 
available in four forms: 


$10 a month Income Disability 
written as a rider on life policies; 


Accident and Sickness (lifetime) 
benefits in combination with life 
policies; 

Commercial Accident and Sick- 
ness policies; 

Group Disability plans. 





ccidental Life 


INSURANCE COMPANY of CALIFORNIA 


V. H. JENKINS, Semsor Vice President 


“WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DO” 


GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 


Attractive Agency Contracts 


COMPLETE LIFE INSURANCE 
COVERAGES — AGES 0-60 


For Particulars Write Home Office 


159 North Dearborn St., Chicago 1, Illinois 


WILLIAM J. ALEXANDER, PRESIDENT 








Life insurance is important in my 


pro gram fi 


secu rity 


A statement of interest to young men 
planning their business futures 


by RALPH J. CHANDLER 


Vice President, 


Matson Navigation Company 


_ the business men I know, the 
are many whose investment knowled 
greatly respect. 

“And there is not one of these who does 
feel that life insurance is important tof 
financial planning. : 

‘‘From the start, my own investment pr 
gram has pivoted on life izsurance. For thi 
I am convinced, is the one best means by whi 
a man may control the future for himself a 
his family. : 

‘The ownership of life insurance also bi 
a worry-free outlook that is invaluable. ~ 

“There is no guesswork about this inv 
ment. Not being subject to fluctuation 
needs far less attention. So that a man is helj 
—yes, encouraged—to move forw:rd 
freedom and confidence in his business li 


KARSH, OTTAWA 


A NORTHWESTERN MUTUAL POLICYHOLDER. Mr. Chandler has been insured with this company for 34 years. 


HOW THE NORTHWESTERN MUTUAL AGENT western Mutual? This company has over 90 yzars’ 


STL a aA Lm ER experience. It is one of the six largest. It accepts N O RTH \ \ RR STE B 


applications only through its own agents. 
And so important are the advantages it offers, 


Y character, ability, and training, Northwestern including low net cost, that nearly half the new M [ ITl J AL 


Mutual agents are well qualified. Many—a policies issued go to present policyholders. 
greater proportion than in any other company—have For a review of your security program, call on a 


earned the designation of Chartered Life Underwriter. Northwestern Mutual agent. The Northwestern ; 
Why have such men chosen to represent North- Mutual Life Insurance Company, Milwaukee, Wis. Life /nsurance Compa 
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